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Not For a Day, But For All Time 


The Equitable was founded in 1859— 
Three Quarters of a Century ago. 

Conditions of living have changed 
in these 75 years. Even greater changes 
may occur during the next 75 years. 
But whatever the future customs of our 
people, life will always be uncertain for 
the individual. Support will be required 
for dependents, as well as provision for 
the needs of old age 

During the last 75 years The Equitable 
has paid more than Three Billion Two 
Hundred Million Dollars to policy- 
holders and beneficiaries. It now has in 
force over 1,600,000 policies for more 


than Six Billions of Insurance. During 

the next 75 years the payments provided 

for under these existing policies will also 

have been made—to aid stricken fami- 

lies, to keep children in school, sustain 

people in old age and prevent poverty. 
Concurrently many additional 

Billions of insurance will have 

been issued for similar 

beneficent purposes. 

Thus, while generations 

come and go, The 

Equitable Life Assur- 

ance Society stays and 

pays. 


THE EQUITABLE 


FAIR— JUST 


LIFE ASSURANCE 


SECURITY — PEACE OF MIND 


SOCIETY 


MUTUAL— COOPERATIVE 


OF THE U3; 


NATION-WIDE SERVICE 


Thomas I. Parkinson, President 
393 Seventh Ave., New York, N. Y. 












The 


PICTURE BOOK 


of 


Life Insurance 


For Recruiting and Training Agents 


HE Picture Book of Life Insur- 

ance visualizes the reasons why life 
insurance is bought, and the appeals 
used in selling it. 


It sells prospective agents on the life 
insurance business. It visualizes the 
many ways in which life insurance bene- 
fits the buyer, pictures the various uses 
for which it may: be sold. It shows 
them the opportunities in this field, by 
picturing the many ways in which life 
insurance is used—for protection, for 
educating the children, for retirement 


income, etc. 


The PicrurE Boox is also valuable 
in training new agents. It not only 
pictures the uses of life insurance so 
the agent himself can understand them, 
but shows the new agent how to visual- 
ize these benefits to the prospect and 
present them in the most attractive 
form. It trains him in the principles 
of visual selling. 


96 Pages of Pictures 


There are no technicalities whatever 
in the book. The simple appeals used 
in the sale of life insurance are given 
in the most interesting and understand- 
able form—vpictures. 


The book contains 12 eight-page sec- 
tions as follows: 


Section Subject 
Deccabesiwenrand baie weet Monthly Income 
BRN ac ln apeas auth oper vio san aac Protection 
Bei Pia eee Juvenile Insurance 
Oy dec au pasture athe aS OE Juvenile Insurance 
Di co wins nueaaree mats aces Retirement Income 
LRT EONS IETS Deel Retirement Income 
ae ee An Insurance Program 
Beek. s ahaoteaee Life Insurance for Women 
ere eee eee Appeal to Wives 

EEE Pe Safety of Life Insurance 

eerie For Salaried and Professional Men 

12 oc onuisia ain eee Life Insurance in Action 


The Picture Boox of Life Insur- 
ance is 80 percent pictorial. The pic- 
tures were especially posed under the 
direction of A. D. Lange to illustrate 
some specific idea. These pictures are 
simple, dramatic, and tell their story in 
an impressive manner. There is just 
enough type matter with each picture 
to bring out the story most effectively 
—sometimes it is just one line, other 
times a paragraph, and in a few cases 
as much as three paragraphs. 


There are 163 illustrations in the 
book. Of these, 6 are double page pic- 
tures, 26 are page or near-page size; all 
are large enough to tell their story ef- 
fectively. All but 31 are actual photo- 
graphs, reproduced in life-like roto- 
gravure. 


The page size of the book is 814 
inches by 11 inches. It is bound in 
heavy paper cover. 


If you are interested in recruiting or 
training salesmen, you will be inter- 
ested in this PrcrurE Boox. It may 
be bought on approval. 





Sold on Approval 


A copy of The Picture Book will 
be sent on approval with the under- 
standing that your money will be re- 
funded if you wish to return the book. 
Should you wish to place your order 
for a quantity, after examining the 
book, the copy sent you on approval 
will be considered as one unit in this 
quantity, and charged for at the quan- 
tity rate. 


Prices: Single copy, $1.50; quan- 
tities of ten, $1.85 each; quantities of 
twenty-five, $1.00 each; quantities of 
one hundred, $0.85 each. For an addi- 
tional $4.00 your company or agency 
imprint will be placed on the first page. 


Use this coupon to order one copy 
on approval. 


The National Underwriter 
A-1946 Insurance Exchange 
Chicago, Il. 


Please send us one copy of The Picture 
Boox of Life Insurance for which $1.50 is en- 
closed. 


If we are not satisfied with this book we 
will return it within two weeks after it is re- 
ceived and our money will be refunded. It is 
understood that if we place our order for a 
quantity of these books within one month after 
the sample copy is received, the on approval 
copy will count as one unit in the quantity or- 
der, and will be charged for at the quantity rate. 
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Differ on Long or | 
Short Term Bonds 


Horns of Dilemma for Company 
Officials Are Yield and 
Liquidity 


VARYING VIEWS GIVEN 


Present Financial Situation Is Termed 
Confusing, But No Cause 
for Alarm 


NEW YORK, Aug. 16—While 
United States government bonds ac- 
counted for 60 percent of the funds in- 
vested, exclusive of policy loans and 
bank balances, by 28 of the principal life 
companies during the first half of 1934, 
there is still a wide difference of opin- 
ion among investment officials whether 
to buy long-term or short-term federal 
obligations. 

This percentage, based on figures 


compiled by the “Wall Street Journal,” 
indicates the difficulty of earning a sat- 
isfactory interest rate on new or rein- 
vested funds, as even the longest term 
governments purchased now will yield 
hardly 3 percent, while the shorter-term 
obligations range down to around 1 per- 
cent. 


Governments Still Preferable 


Varying views on the interest level 
outlook are responsible for the divergent 
views as to the type of federal bonds to 
purchase. Those who believe the coun- 
try is in for a long period of low interest 
rates on fixed-income obligations gen- 
erally, favor the long-term governments, 
contending that their greater yield more 
than offsets the ready convertibility into 
cash of the short-term governments, 
since it will be a long time before the 
general level of interest rates warrants 
getting out of governments and into the 
usual type of life company investments. 


Liquidity Highly Important 


_ Others, foreseeing an imminent rise in 
interest rates, prefer to keep their funds 
liquid so as to be able to unload their 
governments without appreciable loss 
and get into securities bearing more 
Satisfactory interest. Still others are 
steering a middle course, dividing their 
purchases between long and short-term 
governments. 

. Paradoxically enough, it is not the 
Prospect of a low interest rate level that 
concerns financial executives of life 
companies so much as that of high in- 
terest rates. They regard a considerable 
period of low interest rates as normal 
for some time to come if the financial 
Powers at Washington pursue a con- 
Servative course and let conditions ad- 
just themselves with a minimum of in- 
flationary activity such as large-scale 
government spending. 

High interest rates, they feel, could 
Only mean less conservatism in the gov- 
ernment’s fiscal policy. They prefer a 


(CONTINUED ON PAGE 14) 





Small Assured Now Turn 
to Trust Arrangements 





DISCOURAGED BY INSURERS 





Companies Complain of Tendency of 
Little Fellow to Have Policy 
Proceeds Tied Up 





With the greatly increased prestige of 
life insurance, as a result of its depres- 
sion performance, prompting people to 
look to the life companies for a variety 
of financial services, has come at least 
one tendency about which a good many 
home offices are growling. That is the 
increasing tendency of the laboring man 
and the minor white collar employe, to 
insist that proceeds of his small amount 
of insurance be held in trust by the in- 
surer for a certain period to pay a stip- 
ulated interest—say 3% percent. 

Demands of this kind are made upon 
life companies by persons holding a to- 
tal of no more than $1,000 insurance. 
The number of people with $2,500 and 
$5,000 insurance who are requesting the 
companies to enter into such an agree- 
ment is increasing rapidly. Some life 
insurance people feel that such disposi- 
tion of life insurance is ridiculous un- 
less there is at least $10,000 involved. 


Objections Are Pointed Out 


From the policyholder’s standpoint, 
the objection cited by life companies is 
that the little fellow is thus tying up in 
trust small amounts of insurance that 
should be available for cleanup funds. 
From the insurance company’s point of 
view, among the objections are that the 
legal department is called upon to do 
much extra work, preparing a contract 
that may never be used but which, if 
used, is likely to entail much work be- 
cause of the necessity of finding out 
about the children and possibly grand- 
children, determining whether the wi- 
dow has remarried, etc. 

Such an arrangement should not be 
confused with the plan of having policy 
proceeds paid to the beneficiary in in- 
stalments. The companies advocate such 
an arrangement, even for the smaller 
policies. 

Typical Arrangement 


A typical arrangement, which some of 
the smaller policyholders are demand- 
ing, is to have the trust held for the 
wife for five or ten years and in the 
event the wife dies, to have the trust 
held for a son until he becomes 21. In 
the meantime, the companies point out, 
the widow and children may be starv- 
ing. Some of these trusts provide that 
the interest go to the widow or where 
the widow remarries that the interest 
go to the children until they attain a 
certain age. These arrangements, life 
companies believe, are not in harmony 
with the purposes of life insurance, so 
far as the small assured is concerned. 
The monthly interest check is only large 
enough to be tantalizing and the real 
money, which should be available at the 
time of greatest need, is locked up un- 
til some future date when the widow 
may be dead or remarried and the chil- 
dren may be earning their way. 

Two reasons are ascribed for the in- 
creasing demand upon life companies on 
the part of small assured for the hold- 
ing of the proceeds in trust. In the first 





Production Gain of 4.2% 
Was Registered in July 





INCREASE FOR YEAR, 45% 





Life Presidents Association Makes Its 
Monthly Report of New 
Business Results 





With an increase of 4.2 percent in 
July of this year as compared with the 
same month a year ago, the new life in- 
surance production for the first seven 
months was 14.5 percent ahead of the 
same period last year, according to the 
report of the Life Presidents Associ- 
ation. 

The total new business for the first 
seven months of the year was $5,143,- 
946,000 as compared with $4,492,539,000 
a year ago; new ordinary insurance 
amounted to $3,361,221,000, against $3,- 
003,995,000, an ‘increase of 11.9 percent; 
industrial insurance totaled $1,482,139,000 
compared with $1,301,899,000, an increase 
13.8 percent and group insurance aggre- 
gated $300,586,000 compared with $186,- 
645,000, increase of 61 percent. 

For July the total of all classes was 
$694,259,000 against $666,095,000 a year 
ago; new ordinary amounting to $445,- 
208,000, compared with $417,859,000, gain 
6.5 percent. Industrial totalled $202,256,- 
000 against $205,780,000, a decrease 1.7 
percent and group insurance amounted 
to $46,795,000, compared with $42,456,000. 

Following are the figures prepared by 








the Life Presidents Association by 
months for 1934 compared with 1933, 
on the total new business: 
Gain 
1933 1934 Pet. 
Jan. $ 614,431,000 $ 665,457,000 3 
Feb. 609,725,000 648,073,000 6.3 
March 640,414,000 787,628,000 23.0 
April 628,778,000 794,495,000 26.4 
May 645,320,000 791,544,000 22.7 
June 687,776,000 762,490,000 10.9 
July 666,095,000 694,259,000 4.2 
Total $4,492,539,000 $5,143,946,000 14.5 








place, it is due to the activity of agents, 
who have heard much about trusts, 
estate taxes and the higher life under- 
writing and do not make distinction as 
between the large and small policyhold- 
ers. Furthermore, the agents seize upon 
these arrangements as a novel feature 
that can be emphasized in a sales talk. 
They try to dress up the life insurance 
contract for selling purposes. Coupled 
with the activity of agents, is the public 
sentiment. There is widespread distrust 
of banks and the public, in increasing 
numbers, is undertaking to place all the 


burdens of financial institutions on life 


insurance companies. 

In addition to the policyholder whose 
total amount of insurance may only be 
$5,000, the life companies are being re- 
quested to hold in trust policies of as- 
sured who may hold small contracts in 
several companies. Heretofore, these 
contracts may have been part of a trust 
held by a bank. Perhaps the bank failed 
or the policyholder became distrustful 
of the institution. He therefore would 
have the trust dissolved and would 
cause the various life insurance com- 
panies to hold his policies in trust. He 
would then be getting free of charge 
from the life companies a service for 
which the bank collected. 





Peoria Life Goes 
to Life & Casualty 


Court Orders Receiver O’Hern 
to Execute Reinsurance 
Contract 


WILL MOVE TO PEORIA 


Bitter and Complicated Controversy Ap- 
pears Near End With Chicago Com- 
pany as the Victor 


The report of Receiver C. V. O’Hern 
of the Peoria Life was approved by 
Judge Daily of Peoria on Monday of this 
week and the receiver was authorized to 
execute a reinsurance contract with the 
Life & Casualty of Chicago. The judge 
said he wanted certain minor changes 
included in the contract. The final order 
will probably be entered next week. 

President M. A. Kern of the Life & 
Casualty announced that the life de- 
partment of this company would be 
moved to Peoria within 90 days and the 
casualty department will be moved there 
when its real estate lease in Chicago 
can be adjusted. The Life & Casualty 
has been located in its home office build- 
ing on Michigan avenue in Chicago. 


Peorians to Be on Board 


One provision of the contract is that 
two Peoria citizens will be added to the 
directorate of the Life & Casualty. Mr. 
Kern said he was unable now to say 
who would be nominated for these posi- 
tions. 

Thus, the bitter and complicated con- 
troversies which have centered about the 
Peoria Life, since it was placed in re- 
ceivership last November, appear to be 
at an end. 

“I think the contract filed with me 
by the Life & Casualty is an excellent 
contract,” Judge Daily stated. “I do not 
think that the amendments since filed to 
any other contract make any such con- 
tract as favorable as the contract of the 
Life & Casualty. I am thoroughly satis- 
fied with the financial condition of that 
company and in this respect I am, of 
course, relying to a large extent upon the 
opinion of the director of insurance. My 
investigation also leads me to believe 
that the management of this company is 
competent and that it is both able and 
willing to undertake the difficult job of 
protecting the interests of the policy- 
holders of the Peoria Life, and I think 
it will do this successfully.” 


Provisions of Contract 


The Life & Casualty contract provides 
for reinstatement of policies lapsed after 
Nov. 15, 1933, and before effective date 
of reinsurance, without evidence of in- 
surability. There is an initial lien against 
the reserves of 50 percent. 

Interest on the lien is 444 percent until 
Dec. 31, 1948, when the interest will be 
at the valuation rate. .After Dec. 31, 

(CONTINUED ON PAGE 14) 
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Many Complicated Problems Involved in 
Revising Interest Factor 


In some quarters there is glib talk 
about the possibility of companies 
recalculating their rates, using a 3 per- 
cent interest factor, because of the 
present money situation. Such talk is 
heard in the actuarial departments to- 
day, but it is far from being glib, espe- 
cially among the actuaries of non-par- 
ticipating companies, to whom the ac- 
tual process of making such a revision 
and the consequences of the change ap- 
pear as monumental considerations. 

Many leaders in the business have 
come to the conclusion that there must 
be an increase in rates because of the 
decreased interest return and the pros- 
pect of even lower interest rates in the 
future. Accordingly, the natural con- 
clusion is that, since the portion of the 
rate make-up, which is causing or likely 
to cause the deficiency, is the interest 
factor, that is the portion of the struc- 
ture which must be reinforced. In other 
words, since the interest return is af- 
fected, the logical procedure would be 
to reduce the interest assumption in the 
rate make-up. 

Overwhelmed at the Prospect 


However, some of the actuaries of 
non-participating companies, who have 
approached the problem, are over- 
whelmed by the amount of work in- 
volved and the cost of the task and even 
more by other consequences, such as the 
fact that basing rates on a lower in- 
terest assumption would create the ne- 
cessity of putting up larger reserves, 
thus creating greater cash value liabil- 
ity. Furthermore, some actuaries feel 
that there is no assurance that should 
recalculations be made today on a 3 
percent basis, that the rate structure 
could be regarded as permanent. Per- 
haps the interest return will continue 
to decline and it might be necessary to 
recast the rates on a 2.75 percent basis 
or a 2.50 percent basis or even a 2 
percent basis. 

In view of these considerations, some 
of the experts are inclined to favor in- 
creasing the gross rates to somewhere 
near the level that prevailed during the 
period from 1913-17. Very roughly that 
would mean an increase of about $1 a 
thousand for the younger ages and per- 
haps 40 cents a thousand at the older 
ages. The present 3% percent interest 
factor would be continued. It would be 
somewhat comparable to patching a 
pair of pants instead of reweaving, but 
there are those who feel that the less 
scientific and refined patching method 
would prove the most serviceable 
method under the circumstances. 


Commission Problem Involved 


If the decision should be to use the 
reweaving method or in other words re- 
calculate rates on a 3 percent interest 
assumption, then there would have to 
be the decision whether the premium 
would be increased or whether the com- 
panies would undertake to get by with 
a smaller expense margin. If the lat- 
ter course were decided upon, then the 
companies would be face to face with 
the commission problem. Reduction in 
commissions would become almost in- 
evitable, as there probably would not 
be the possibility of making up the en- 
tire difference by savings in home office 
costs. Of course if the 3 percent in- 
terest factor were used and the present 
expense loading were retained, then an 
adjustment of commissions would not 
be necessary. But, there seems to be 
a good deal of doubt as to whether the 
rates can be successfully increased. That 
is they fear that to increase the tariff 
might cause a serious slump in produc- 
tion. 

To get an example of the difference 
that a recalculation of the rates upon 





a 3 percent interest assumption would 
mean, take the example of a non-partici- 
pating company that charges a gross 
rate at age 35 of $20.06. At that same 
age, use of the 3 percent interest factor 
produces a net premium of $21.08. Add- 
ing to that the present expense loading 
factor used by that same company, the 
gross premium would be $21.23, or an 
increase of $1.17 in the gross premium. 


Cash Value Liability 


To illustrate the difference that this 
would cause in the reserve requirements 
and consequently in the cash value lia- 
bility, the terminal reserves of this same 
company for the fifth year on the 3% 
percent basis amount to $62.73. On the 
3 percent basis the figure is $68.16, 
which means that the company would 
have to accumulate $5.43 for the bene- 
fit of the withdrawing policyholder. 

The expense of the first year business 
would be increased if the 3 per cent in- 
terest factor were used, thus tending to 





put a damper on production efforts. The 
mean reserve on the select and ulti- 
mate basis, at age 35, would be increased 
from $7.18 to $8.27 by changing 
the interest factor from 3% to 3 percent. 
The company would thus have to put 
up $1.09 increased reserve the first year. 
If the rates were reconstructed so that 
the same expense loading were charged, 
the company would have received $1.17 
greater premium but assuming a 50 per- 
cent commission, 58 cents of that in- 
creased amount goes to the agent, leav- 
ing only 58 cents for the company, while 
the first year reserve requirement is 
$1.09 greater than before. 

oe Deficiency in Reserve 

On commercial forms of policies, this 
company finds at age 20, there is a de- 
ficiency in premium reserve of $9.67. 
On a 3 percent basis, this deficiency 
would be increased to $10.15. 

These considerations are all in addi- 
tion to the question of the actuarial-cost 





Are Annuities Running Away 


with the Companies? 


By Verne Gordon 





Sixty percent of total new premiums 
last year came from annuities. A few 
years ago, annuities were a negligible 
by-product of life insurance. Three 
years ago, they began to command rec- 
ognition. In 1932, they became an ap- 
preciable part of new business. And in 
1933, increasing 60% over the previous 
year, in a year of general declines in all 
other departments as well as business 
in general, they finally achieved their 
majority, over half again as large as the 
total of new ordinary premiums. These 
figures are based on the experience of 
companies doing two-thirds of the na- 
tion’s life insurance business. 

This same _ situation is continuing, 
from available reports, into 1934. Some 
check is being attempted here and there, 
by rate increases and by restrictions on 
acceptance. But the agency forces have 
“tasted the blood” of quick and easy 
commissions and are out after annuity 
money with a vengeance. Many of the 
fine gains reported this year are from 
annuities almost entirely, as many com- 
panies are now giving production credit 
to this branch of business. While it 
might be rash to hazard such a guess, 
it seems safe to believe that the ratio is 
still greater this year than last. An- 
nuity premiums may actually double or- 
dinary premiums for 1934. 


Higher in Some Companies 


Of course, they are already more than 
double for some companies. One com- 
pany last year had well over twice as 
many premiums from annuities alone as 
it had from total new business in the 
peak year 1929—and yet its ordinary 
premiums had fallen off over 60 percent 
from the peak year, to nearly one-third 
of the high mark. One company last 
year did annuity premiums of five times 
its ordinary business. Several companies 
showed annuity premiums equal to 20 
percent of total premiums, new and re- 
newal combined. 

The effect of this on the agent is one 
of the major concerns today. True, the 
agents have been attracted to it, as a 
stop-gap for declining income. They 
have found a ready market, .with the 
public alarmed at general investment 
conditions and quite widely convinced 
of the svundness of insurance funds. 


Huge checks have come into almost all 
offices, often the last reserves of invest- 








ors who have lost so heavily in all other 
directions that they have turned to this 
as a last resort. Even the proverbial 
“sock” and “mattress” banks have 
yielded their total of funds to go into 
annuity purchases. 


Proved Dangerous Trend 


This has, however gratifying the com- 
missions have been, proven a dangerous 
trend for the agent and most home of- 
fices realize this. Annuity premiums do 
not pay high commissions. The present 
wave of interest may abate at any time 
and leave annuity sellers high and dry. 
They do not offer renewal income. The 
agent who transfers his energies to an- 
nuity sales, as many have, is making 
present income, but building nothing for 
the future, in a business which was 
meant to have an eventual ratio of about 
50 percent new and 50 percent renewal 
income. 

Just how extensively this has affected 
the agent can be seen by reference to 
the 1933 statistics. Only three years 
avo agents’ commissions bore a ratio of 
about 42 percent to first year premiums. 
Two years ago, with annuities started 
on their upswing, this ratio dropped to 
30 percent—with a decrease in total 
business. Last year, it was only 19 per- 
cent or 20 percent—with a still further 
loss in total business. In other words, 
two years have seen the commission 
ratio to new premiums cut in half. By 
and large, new premiums (ordinary and 
annuity combined) were up slightly 
last year, 5 percent or so. But, by and 
large, commissions on new business 
dropped 25 percent and total commis- 
sions, including renewals, dropped 10 
percent. These are approximate fig- 
ures, but they represent the experience 
of the companies doing two thirds of 
all the business in the country. 


Practically Call Money 


The companies, however, are con- 
cerned from another angle—the one 
which was a primary factor in the ac- 
quisition of most of these annuity funds 
—safety. To have an obscure side-line 
suddenly provide 60 percent of new 
premiums is a rather startling event, of 
itself. Even more so is this true, when 
analysis shows that these annuity prem- 
iums of 1933 constituted, roughly, 
nearly 10 percent of total premium in- 





of making the revision. This would ne- 
cessitate putting out new rate books, re. 
calculating the mean and terminal re. 
serve, computing all policy surrender 
values and paid up and extended insyr- 
ance values. The actuary of one me- 
dium-sized company estimates the cost 
at $100,000. 

Some of the actuaries who cite these 
various objections to going on a 3 per- 
cent basis feel that it might be desir- 
able nevertheless to take such a step if 
the maximum surrender charge, as fixed 
by the various states, could be changed, 
There are those who feel that the $25 
maximum is inequitable, in that it ap- 
plies to all types of contracts and at all 
policy durations. Some experts assert 
that such a maximum is too high in the 
early years and too low in the later 
years. Those, holding to this theory, 
contend that surrender charges based 
upon a percentage of the reserves, along 
the principle contained in the Missouri 
laws, would be preferable. If the per- 
centage basis were allowed and _ used, 
that would enable the companies to in- 
crease their surrender charges in line 
with the increased reserve that would 
be created if the rates were recalculated 
on a 3 percent basis. 


Suffers Small Penalty 


Incidentally, the argument is heard 
that the life insurance policyholder is 
made to suffer the least of any buyer 
who purchases under a contract plan, 
when he defaults. In real estate and 
other enterprises the man who pur- 
chases under contract and then defaults, 
is made to suffer heavily and may lose 
his entire equity. However, the life in- 
surance policyholder suffers only com- 
paratively slight penalty if he surrenders 
or defaults, even though his default may 
adversely affect the continuing policy- 
holder. 

To get back to the question of rates, 
there are many who feel that the most 
practical method today would be to con- 
tinue to assume 3% percent interest but 
to increase the gross rates to the level 
that prevailed from 1913-17. That would 
create a greater expense margin without 
increasing the reserve requirement. 

The holder of a non-participating pol- 
icy would in no way be affected by a 
change in the interest assumption. In 
the case of a participating policy, it 
might be possible to pass some of the 
additional first year expenses of the new 
policyholders onto the existing policy- 
holders, but this appears to be rather 
unlikely. 








come, new and renewal, of all com- 
panies, nearly 7 percent of total income, 
nearly 1% percent of total assets, 
nearly 30 percent of total surplus. And 
especially so, when it is further realized 
that much of the annuity money is prac- 
tically call money and much of it is at 
fixed interest rates that are not belived 
by many to be in line for long-time fu- 
ture investment return. 

Such - conditions demand much 
thought on the matter of annuities. 
There might not be much urgent neéd 
for attention if the annuity business had 
developed in this country with the same 
attitude as in England—a stable part of 
national life. But here, the instability 
of funded estates is a part of the eco- 
nomic picture. The next stock market 
flurry may see vast reserves called 
again from this insurance company 

“safe-keeping”’ into the highly specu- 
lative field where the average American 
is prone to play. Some have been defi- 
nitely known to take their annuity plans 
with the avowed understanding of tem- 

(CONTINUED ON PAGE 7) 
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Massachusetts Mutual Life 
Campaign Nets 37 Million 





HONOR PRESIDENT SARGEANT 





G. E. Lackey and W. S. Smith Have 
Charge of Special 50-day 
Drive 





In a 50-day drive commemorating the 
50 years of service of President William 
H. Sargeant, agents of the Massa- 
chusetts Mutual Life sold $37,000,000 in 
paid business. At the agents conven- 
tion at Swampscott plans were made 
for the testimonial campaign in charge 
of W. S. Smith, St. Louis, president of 
the agents association, and George E. 
Lackey, Detroit, president of the gen- 
eral agents association. The day Mr. 
Sargeant celebrated his 50th anniversary 
he was presented with 1,395 applica- 
tions for $5,884,097 in business. 

The details of the campaign will be 
presented to President Sargeant in a 
“gold book,” bound in leather and con- 
taining signatures of the different agents 
with the amount of business they con- 
tributed to the campaign. Pictures of 
the ten leaders will be in the book. 


Special “Hoodoo” Drive 


One of the features of the campaign 
was a special “hoodoo day” drive on 
Friday, July 13, at which each of the 
agents was requested to have 13 care- 
fully selected prospects for family in- 
come insurance and to make an effort to 
write an application on each “hoodoo” 
day to overcome superstition. The 637 
agents participating made 669 sales for a 
total of $3,032,021. C. P. Morton, Wor- 
cester, Mass., called on 26 prospects, 
and made 13 sales for $28,119. The 
Rochester, N. Y., agency under E. W. 
Hughes had 37 agents participating, 264 
prospects being listed and 183 calls 
being made, resulting in 64 sales for 
$378,743. In St. Louis, 23° agents par- 
ticipating averaged more than $10,000 
each with a total of $238,863. I. E. 
Goldmann and H. S. Sharples of the 
Toledo agency sold applicants who had 
birthdays on Friday, the 13th. 

Special Checks Used 


In the special Friday, the 13th, cam- 
paign, special “step-down-safely” checks 
designed by Walter E. Crane, St. Louis 
agency, were used. Thirteen checks 
were sent to each agent, one check to 
be used in conjunction with the oral 
presentation to each prospect. Complete 
data from 57 general agencies show an 
average of 12.6 prospects each agent, 
93 calls per agent and 1.09 sales per 
agent. The average amount written per 
agent was $4,776. It took 11.5 pros- 
pects to make one sale, 2.6 prospects 
to sell $1,000. It is estimated that the 
average earnings per agent participating 
were $38.08. 


Rice Again With Otis Hann Co. 

Harry W. Rice has become reassoci- 
ated with the Otis Hann Company of 
Chicago as eastern manager, after hav- 
ing been located elsewhere about four 
years. He was originally associated 
with the late Otis Hann some 20 years 
ago and became vice-president. He re- 
signed in 1929 to join the American Cen- 
tral as field superintendent. He later 
was associated with the Buffalo Mutual 
Life as district manager and his last 
connection was with the Columbus Mu- 
tual Life as special conservation repre- 
sentative. The Otis Hann Company is 
now doing the largest business in its 
history and the services of Mr. Rice are 
welcomed. 
5 





Schnabel Celebrates Anniversary 


O. P. Schnabel, San Antonio, Jeffer- 
son Standard Life manager for south- 
west Texas, had as his guests 75 mem- 
bers of his agency, including agent’s 








Wives, at Corpus Christi, Tex., celebrat- 





Favorite Son 








J. ORLANDO OGLE 


J. Orlando Ogle, whose candidacy for 
a trusteeship in the National Associa- 
tion of Life Underwriters has been 
launched by the Birmingham Associa- 
tion of Life Underwriters, is district 
manager in Birmingham for the Pan- 
American Life. He has been most ac- 
tive in association affairs in his city and 
has made a record as chairman of the 
national membership activity in the 
sixth division. He is now vice-president 
of the Birmingham association. 








ing the company’s 27th anniversary. The 
requirement for qualification was $25,- 
000 paid for in 60 days. H. T. Childre, 
superintendent of agencies west of the 
Mississippi, was a guest. 





Aug. 25 Is Deadline for 
Appeals From Illinois Tax 


HEAVY ASSESSMENTS LEVIED 





If Cook County Board of Tax Appeals 
Upholds Assessment, Lengthy Liti- 
gation Is Predicted 





Appeals of life companies from the 
assessment of $8 per thousand on their 
business in force in Cook county, IIl., 
must be filed by Aug. 25. After that 
date the assessments will stand for this 
year. Many of the American Life Con- 
vention companies are acting through 
Walter Eckert, Chicago attorney. The 
companies in the Life Presidents Asso- 
ciation are acting mainly through Attor- 
ney Nathaniel Rubinkam. Appeals are 
filed with the board of tax appeals which 
will either overturn the assessment, af- 
firm it or grant a hearing on the merits. 
If affirmed by the board of appeals the 
next appeal will be by the county court 
where a decision probably will take a 
couple of years. 

Some of the high assessments are 
New York Life, $1,249,142; Equitable of 
New York, $932,540; Aetna Life, $567,- 
608; John Hancock, $444,824; Massachu- 
setts Mutual, $355,327. These are per- 
sonal property assessments and may in- 
clude actual personal property as well as 
the insurance in force. 

Fraternal insurance societies are op- 
posing personal property assessments at 
Chicago on the grounds of exemption. 
The Slovene National Benefit Society 
was assessed $1,225 on its printing shop. 
Donald T. Winder, who was formerly 
in charge of the fraternal branch of the 
Illinois insurance department, has sent 
out a letter to 23 fraternals in Chicago 
inviting them to cooperate in resisting 
the tax. 








this illustrative story. 
cato” retelling. 


my business. 


his family. He agreed. 
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Are No Strangers’ 
life insurance. 


profit. 


Independence Square 





No Strangers! 


Eric J. Wilson, author of that stimulating book 
for life underwriters, “There Are No Strangers,” tells 
Space compels only a “stac- 
Mr. Wilson’s thesis is that contact 
should be made with every potential prospect, that, 
though a stranger, he may be served as a neighbor :— 


Sitting in office of advertising agency. 
singing praises of radio star who had visited Antipodes. 
troduced myself as migrant from New Zealand. Said would 
like to meet radio personality. 
Within a minute I was in his office. 
Listened to his travel experiences. 
the conversation to life insurance. 
Worked up weekly guarantee of 
$100, to include educational fund. 
prepaid application for $120,000. Proves again that “There 
in the inspiring humanitarian service of 


“There Are No Strangers” should be the attitude 
of every underwriter who loves and honors his work, 
or who regards it chiefly as a means for personal 
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BRADLEY C. MARKS 


President Bradley C. Marks will pre- 
side at the annual session of the Na- 
tional Fraternal Congress in Atlantic 
City next week. Mr. Marks is head of 
the A.O.U.W. of Fargo, N. D., and has 
been active in fraternal circles for years. 
“Fraternal insurance,” said Mr. Marks in 
a recent interview, “is playing a larger 
part in the economic life of the nation 
than ever before.” During the depres- 
sion not one of the 80 member societies 
delayed a day in paying every just claim, 
according to Mr. Marks. 








C. F. Hobbs Is Renominated 


for Fourth Time in Kansas 





TOPEKA, KAN., Aug. 16.—Charles 
F. Hobbs is the Republican nominee for 
insurance commissioner of Kansas. He 
will have J. H. Edwards of Sedan as his 
opponent in the general election in No- 
vember. 

Mr. Hobbs is now serving his third 
term as commissioner and as Kansas 
usually returns a heavy majority for the 
Republican ticket it is probable that he 
will begin his fourth term next Janu- 
ary. In the last 40 years the Democrats 
never have been able to break into the 
list of minor state offices below the gov- 
ernor. He outdistanced three candidates 
for the place. Owing to the number of 
opposing candidates it was not necessary 
for him to make much of a campaign. 
The unofficial returns indicate that he 
will have close to a majority of all the 
votes cast for the office. 

Mr. Edwards is a banker and was 
president of the old Kansas Life before 
it was sold by the S. E. Cobb interests. 
He is a staunch Democrat and his long 
experience as a banker and in the rejuve- 
nation of the Kansas Life give him a fine 
background. He was the first Democrat 
to get into the race but three others op- 
posed him in the primary. He led by 
a big margin. 





Mortgage Bankers’ Program 


_ Arthur F. Hall, president Lincoln Na- 
tional Life, is announced as one of the 
main speakers at the annual meeting of 
the Mortgage Bankers Association of 
America at the Edgewater Beach hotel, 
Chicago, Oct. 4-5. Others announced 
so far are F. C. Walker, chairman na- 
tional emergency council, which coordi- 
nates the operations of the HOLC, 
FCA, AAA, NERA and subsidiary bu- 
reaus; J. H. Fahey, chairman federal 
home loan bank board, and Col. Frank 
Knox, publisher Chicago “Daily News.” 

The activities of the government in 
the mortgage field will hold the center 
of the stage at the convention and the 
appearance of Messrs. Walker and Fa- 
hey on the program is therefore of es- 
pecial interest. 
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One thing that is very notable is that 
the large companies are getting sharply 
away from the idea that they have any- 
thing to do with a financial pool or 
“money trust.” While it is true that 
they are vast reservoirs of money, they 
have been particularlv careful, especially 
since the Armstrong investigation in 
1907, not to be associated too closely 
with the operations of the big banks, in- 
vestment houses, etc. It is true that 
some of the company officials are to be 
found on the boards of some of the 
tanks and trust companies, but this does 
not mean that the companies them- 
selves are aligned in any particular way 
with the operations of the big financiers, 
articles and books on high finance to 
the contrary notwithstanding. It is a 
fact that officials who are on bank boards 
are especially cautious and instruct their 
investment departments to lean back- 
ward in not showing any favoritism to 
these banks because an officer of the 
company happens to be on the board. 
Life insurance companies learned their 
lesson once and for all in the Arm- 
strong investigation. The big financial 
houses of New York and “Wall Street” 
have been having their investigation of 
late, and the life insurance companies 
feel that they went through all this years 
ago and established their relationship 
with “high finance” at that time. 





Life Company Investments | 
Made on Trusteeship Basis 


Life insurance companies have their 
independent investment committees and 
investments are made strictly on the 
basis of the requirements for standard 
underlying securities. A life company 
from the investment standpoint is purely 
a trusteeship, investing in sound first 
rate securities and having nothing to do 
with promotions, common stocks, con- 
solidation or any of those things, fer 
which “Wall Street” has been criticised 
of late. There has never been a time 
when the life insurance executives have 
felt their responsibilities as trustees to 
a greater extent than at the present 
time and they are keenly alive to and 
resentful of the suggestion that has been 
made by writers here and there that 
the great life insurance companies are a 
part of the “money trust,” that they 
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belong to this or that group of financial 
interests or that they are under the 
domination of this or that financial 
house. The line in New York is drawn 
very carefully between the life insur- 
ance companies and the great financial 
houses. 





Best Interests of 
Policy Holders Control 


Since most of the great companies 
are mutuals, there can properly be no 
suggestion of control other than the best 
interests of the policyholders and the 
company at large. The company officials 
draw their salaries to represent the 
policyholders and no one else. One has 
only to talk with any of the leading 
officials who have the responsibility for 
their companies in their care to realize 
at once that they are imbued with a 
deep sense of their responsibility as 
trustees for the policyholders. For in- 
stance, rather than being in favor of the 
legislation proposed in various states 
some years ago to permit life insurance 








companies to hold a certain percentage 
of common stocks, executives of some 
of the great companies made it their 
personal business to stop this movement 
and when the Sun Life of Canada was 
making such a striking record on its 
common stock investments, these offi- 
cials stepped in promptly and decisively 
and took steps to stop the movement in 
favor of common stocks, simply because 
they recognized that a trusteeship of 
life insurance funds means that the spec- 
ulative element should be entirely 
eliminated and that a trusteeship with 
this purpose should purchase only the 
basic securities, protected not only by 
common stock equities but by the later 
and secondary obligations. This spirit 
of trusteeship and recognition of the 
fact that in a mutual company the offi- 
cers are but paid employes runs down 
to all the secondary executives and home 
office employes and one has but to 
broach the subject in any of the home 
offices to find a well defined and in- 
telligent conception of the principles 
that must govern a mutual company. 
The spirit in these great companies is 
quite different from that which prevails 
in the banking business or in many of 
the great corporations. 








Confer on Statutes for 
Mutual Benefit Concerns 





The insurance division of the Illinois 
chamber of commerce reports that a 
conference was held recently between 
representatives of two members of the 
executive committee and representatives 
of the mutual benefit associations of the 
state. They discussed mutual benefit 
association statutes to be presented at 
the next session of the Illinois legis- 
lature. Those attending were Chase M. 
Smith, serving for James S. Kemper, 
and E. V. Mitchell, general counsel for 
the Continental Casualty, serving for 
President H. A. Behrens of that com- 
pany, and Ashton Campbell and Col. C. 
W. Nunan, representing the mutual 
benefits. 

The insurance division is greatly in- 
terested in the proposed revision of the 
Illinois insurance code. The insurance 
division expects to be useful in behalf 
of the public and the insurance business 
in seeking to prevent adoption of un- 
wise legislation and in _ contributing 
toward the protecting of existing law. 
Radical ideas and provisions should be 
avoided, the insurance division states. 
‘The proposed code should eliminate 
weak spots but there is a danger that 
new legislation might mean additional 
tax burdens and harmful legal handi- 


General Agents Now Beset 
With Numerous Difficulties 





Sales managers of life companies are 
not only much concerned over the dif- 
ficulties confronting soliciting agents 
getting business, but they are just as 
anxious about the welfare of general 
agents. Agents carrying the rate book 
are having a difficult time to make the 
machinery go. The obstacles in the way 
of production are due largely to the fact 
that people have not the money and 
many that have incomes find themselves 
confronted with a greater number of 
dependents. While there are just as 
many policies being produced most of 
them are small. The total production 
per man is down many points. The 
general agents are confronted with diffi- 
culties because of their own men pro- 


Scheduled to Address 


Milwaukee Convention 











GEORGE KUTCHER 


George Kutcher, who will be one of 

the speakers at the annual meeting of 
the National Association of Life Under- 
writers in Milwaukee, has been in a 
life insurance office ever since he came 
out of the public schools in 1911. He 
is now a partner in the Recht & Kutcher 
general agency for the Northwestern 
Mutual Life in New York City. He was 
engaged in 1911 by Mr. Recht as office 
boy. He spent four years doing odd 
jobs in the office, but at the same time 
acquired a good knowledge of life in- 
surance. In 1914 he started to try his 
hand at field work with no success until 
June, 1915, when he wrote his first case, 
which was for $1,000. His first sale stim- 
ulated him and he then entered seri- 
ously and successfully in the production 
end of the business. 
He returned to the agency in 1919, 
after serving in the war and in that year 
paid for $276,000. He reached the mil- 
lion dollar mark for annual production 
in 1923 and since then he has never 
dropped below that figure in any one 
year. In 1925 Mr. Recht took Mr. 
Kutcher into limited partnership and in 
1927 Mr. Recht and Mr. Kutcher paid 
for over $5,000,000 between them, The 
present equal partnership general agency 
setup dates from 1931. For 1932 and 
1933 the agency paid for nearly $10,000,- 
000 of business. 








of general agents have stretched their 
credit to the breaking point. Many of 
them are involved financially. It is pre- 
dicted that there will be numerous 
changes in high places in some of the 
larger cities because of the failure of 
some general agents to overcome the 
conditions before them. 


Offer Annuity as Prize 


A $1,000 annual income for life, guar- 
anteed by an annuity to be issued by the 
Union Central Life, is being offered as 
the grand prize in a contest sponsored 
by the Procter & Gamble Company. 

The promotion of a beauty soap is 
the object of the contest. Entrants will 
write letters describing their reasons for 





ducing much less in volume. A number 


their preference for this particular soap. 








Semi-Annual Figures Reported 
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Preferred Stocks 
Are Showing Well 


Holdings of Large Company Cor. 
respond Identically with Con- 
vention Values 


DEMAND FOR SHORT TERM 





Much Refinancing Done to Get Lower 
Interest Rate, But Business Expan- 
sion Borrowing Deferred 





NEW YORK, Aug. 16.—Preferred 
stocks of the type in which life com. 
panies licensed in this state are per- 
mitted to invest are making a good 
showing. Those held by a large repre- 
sentative company are now identical 
with convention valuations, despite the 
fact that utilities are quoted a little be- 
low this average level because of the 
political situation. 

Some of the improvement is due to 
the general demand for high-grade 
bonds “slopping over” into the better 
preferred stocks. Of the industrial pre- 
ferreds held by the foregoing company, 
nearly half are selling at or above their 
cost, and undoubtedly the same favor- 
able Situation with respect to preferred 
stocks prevails among other conserva- 
tive life companies. Political considera- 
tions keep the utilities below their right- 
ful level except in a few cases where 
they are selling at sky-high prices. 

Much Refinancing Done 


While the recent Boston Edison $35,- 
000,000 bond issue was far oversub- 
scribed, it ‘is not believed to indicate 
any great demand for funds for invest- 
ment, although there is hope that the 
demand may be more lively by fall. 
Most of the financing being done now is 
refinancing to get a lower interest on 
outstanding bonds which can be called, 
as in the Boston Edison case, or to fi- 
nance maturities. 

Both the Boston Edison issue, which 
was to refund 5 percent bonds with 3 
percent securities, and was the first 
large issue since the revised securities 
act went into effect, and the recent 
Pennsylvania railroad issue, which was 
of course under I. C. C.. supervision 
rather than the securities act, were 
viewed with much interest by financial 
men as indicating the state of the bond 
market. The oversubscription in both 
cases indicated the tremendous demand 
for short-term securities. 

Much Borrowing Deferred 


_ Developments since the revised secur- 
ities act became effective indicate that 
practically all who might borrow for 
business expansion are holding off un- 
til more of the slack is taken up between 
present needs and _ present capacity. 
There is a big excess capacity in rail- 
roads, utilities and the heavy industries, 
and there seems no reasonable pros- 
pect of any borrowing in these fields 
until there is a better prospect that the 
borrowed monew will earn the borrower 
more than it costs him in interest. 


Radio Station for Southland 


The Southland Life is remodeling the 
10th story of its home office building 1" 
Dallas, in which will be located radio 
station WRR. All broadcasts from the 
station will call attention to its location 
in the Southland Life building. The 
company will also have three programs 
of its own. 


Glen E. Buzick, cashier of Fowler 
State Bank, Fowler, Ind., has_ been 
elected a director of the Standard Life 
& Casualty of Indianapolis, now being 





Assets Income Disburse. 

$ 274,925 $ 78,696 $ 37,642 
2,276,647 17,705 771,760 
19,530,137 1,551,434 1,884,221 
1,010,458,122 94,741,583 81,232,108 
587,34 74,74 26,445 
28,258,578 3,080,623 3,060,145 
4,773,243 394,173 584,931 
21,904,967 2,070,089 2,138,202 
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RECORDS 


New York Life—Gain of 11 percent in 
amount of applications in July for $48,- 
00,000 total. 


State Mutual, Mass.—Seven-month in- 
crease 22 percent; 72 percent of agen- 
cies showed gains in July averaging 67.9 
percent. Five agencies had gains of over 
100 percent. 

Security Mutual Life, Neb.—July new 
pusiness gains 16 percent. 

Conservative Life, Ind.—Gain of $500,- 
000 in insurance in force for first seven 
months with $23,702,733 total. Last month 
best July since 1928. 

George Washington Life—July applied 
for business increased 42 percent, paid 
business 34 percent. 

San Antonio, Tex., agency, Life of Vir- 
ginia—July increase 100 percent. 

Texas agency, Lincoln National Life— 
Seven month increase 69.8 percent, lapses 
decrease 40 percent. 

F. A. Smart, Detroit, Equitable Life 
of Iowa—Led all company’s agencies in 
July with best month since December, 
1929. Seven-month paid business gain 120 
percent, 1934 quota passed June 30. 

W. S. Reeve, Detroit, Union Central Life 
—Seven-month paid business 100 percent 
gain. 

Ed Hasek, Kansas City, Mo., National 
Life of Vermont—90 percent increase in 
July. 





Publisher of Minneapolis 
Insurance Journal Dies 





MINNEAPOLIS, Aug. 16.—James 
C. Matchitt, for many years publisher of 
“Northwest Insurance,” a monthly pub- 
lication of Minneapolis, died at his sum- 
mer home, Lake Minnetonka, last Sun- 
day. Mr. Matchitt had been active also 
in state politics and held various public 
offices. 

Funeral services were held Wednes- 
day afternoon. Mr. Matchitt was born 
in Philadelphia in 1875. At the age of 
8 his family moved to Winona, Minn. 
His first business experience was with 
the Winona “Herald.” He also served 
on the St. Paul “News” and later on 
the Minneapolis “Journal.” 

In 1903 he established ‘““Northwest In- 
surance.” He served 11 years as secre- 
tary of the Minnesota state board of 
visitors and from 1926-30 was secretary 
to Governor Christianson. 


National Grange’s Insurance Tieup 


The National Grange has a life insur- 
ance tie-up with the Farmers & Trad- 
ers Life of Syracuse, N. Y., and an 
automobile insurance tieup with the Na- 
tional Grange Mutual Liability of 
Keene, N. H. Recently employes at the 
home office of the latter, including offi- 
cers of the company, organized a degree 
team for the Order of Patrons of Hus- 
bandry. 


Aid Societies Still Troublesome 


_LANSING, MICH., Aug. 16.—Con- 
tinued complaints are being received by 
the Michigan department regarding op- 
erations of the so-called “mutual aid” 
Societies, the latest inquiry to arouse 
indignation among the supervisory au- 
thorities involving the States Mutual 
Aid of Mishawaka, Ind., said to be 
Mcorporated as a non-profit organiza- 
tion in New Jersey. 


Dallas Agency Has Open House 


The Ricks Strong agency of the Gen- 
eral American Life, Dallas, held open 
house at its new ground floor quarters 
at 409 North Akard street. Represent- 
ing the home office was Jack T. Lynn, 
Superintendent of agencies, who entered 
the insurance business in Little Rock 
— Mr. Strong was branch manager 
re, 


Max Hessel has been appointed dis- 
trict manager in the Rio Grande valley 
for the Continental Casualty and Con- 
tinental Assurance at Mercedes, Tex. 





















LINCOLN and LIFE INSURANCE 


THE story of Lincoln sets a high mark in the mind 
of man for service to humanity. The story of life 
insurance, as revealed by the passing years, does 
likewise. 


As Lincoln was profoundly dedicated to the 
service of mankind — so life insurance today 
strives for mass benefit. The Lincoln National 
Life, as a progressive member of this great insti- 
tution, is dedicated to serving the public with 
every sound and desirable form of life insurance 
protection. 


A full line of life insurance and annuities. 


THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


FORT WAYNE, INDIANA 


Assets more than Surplus to Policyholders 


$1 14,000,000 


more than $6,675,000 




















THE NATIONAL 


UNDERWRITER 





August 17, 1934 








Experts Favor Annuities 
as Best Investment Form 








NEW YORK, Aug. 16.—A survey of 
over 100 economic authorities by Dr. 
W. M. Persons, former Harvard Uni- 
versity economics professor, revealed 
that annuities are favored as the safest 
form of investment. Annuities are the 
wisest form of investment for the aver- 
age person, according to the experts. 
The reputations of a majority of people 
who were once considered capable in- 
vestors suffered during the depression. 

It is impossible for investors as in- 
dividuals to develop adequate facilities 
for investigation or to acquire a back- 
ground of experience sufficiently broad 
to reveal the majority of possible in- 
vestment pitfalls, said Prof. Marcus 
Whitman, University of Alabama, in 
commenting upon the choice of annui- 
ties. Leading insurance and annuity 





companies, he said, have had decades of 
experience with thorough investigation 
of investment problems. The economists 
interviewed by Dr. Persons favored 
monetary stabilization. 


Convention Is Divided 

Because of an anticipated large attend- 
ance, the Penn Mutual Life has decided 
to divide its annual agents’ convention 
into two parts. Agents from the east 
and south will meet at Swampscott, 
Mass., Sept. 13-15 while agents from the 
middle west and far west will gather 
there Sept. 17-19. 


Columbus Company Gains 


The American Citizens Life of Colum- 
bus, O., reports new paid business for 
the first six months of this year as 
$291,839 as compared with $143,371 in 
the same period last year. There was 
an increase of insurance in force for 
the first six months of this year of 
$206,500. 





“How Frail a Thing 
Is flan” 


For all his control of the elements 
and despite the advance of civiliza- 
tion, man still remains a plaything 
in the hands of Fate. 


He is Blind to the future in 


all ways, SAVE ONE. 


He can see the necessity to 


PREPARE himself 


against its uncertainty. 


Tell him how Life Insurance 
can PROTECT doth him 
and his family 








Home Offfice - 


Che Prudential 


Insurance Company of America 


EDWARD D. DUFFIELD, President 


Newark, New Jersey 








Complete List of Retired 
Companies in 1934 Manual 





A complete list of companies that 
have changed names, merged or have 
been reinsured since 1909 has been in- 
cluded in the 1934 Unique Manual Digest 
published by THE NATIONAL UNDERWRITER, 
This information is very useful in ad- 
vising policyholders of companies that 
have failed during the depression. The 
Unique Manual tells of the disposition 
of the company and gives a synopsis of 
reinsurance agreements, including when 
the agreement became effective, amount 
of lien, interest rate and whether or not 
there is a moratorium on cash or loan 
values, the provisions as to death claims, 
etc. Agents are constantly called upon 
for information about retired companies. 

The 1934 Unique Manual may be or- 
dered from THE NATIONAL UNDERWRITER, 
420 East Fourth Street, Cincinnati, O. 


Franklin Life Cruise 


Agents of the Franklin Life are striv- 
ing to qualify for the company’s Carib- 
bean cruise next January. The cruise 
will last 12 days and New Orleans, Ha- 
vana, Cristobal, and Puerto Cabezas, 
Nicaragua, will be some of the ports vis- 
ited. An agent must write and pay for 
$150,000 with $2,000 paid premiums on 
this business between July 1 and Dec. 
31. If $250,000 is written and paid for 
with $3,333 paid premiums on this busi- 
ness in the same period, the agent will 
be entitled to take his wife with him. 
Qualifications for a general agency are 
$500,000 with $6,666 in paid premiums 
on this business. 


Department Surveys Activities 


The Illinois insurance department is 
understood to be looking into various 
angles of the recent developments in 
the Abraham Lincoln Life of Spring- 
field. Control of that company was sold 
to a group headed by C. Z. German of 
Kansas City. Last week announcement 
was made that the deal had fallen 
through and the former owners headed 
by H. B. Hill had reassumed control. 
Apparently, for one thing, the depart- 
ment had indicated disapproval of cer- 
tain securities which the German inter- 
ests intended to put in the portfolios of 
the Abraham Lincoln. The present in- 
quiry is understood to concern whether 
any important changes were made in the 
Abraham Lincoln during the brief pe- 
riod German was president. 

Officials of the company went to Kan- 
sas City this week in an effort to 
straighten out certain transactions while 
the Germans were in control. 


Again on the Warpath 


Attorney General King of Oklahoma 
has started a campaign to locate Okla- 
homa real estate held by insurance com- 
panies longer than the period permitted 
by law. The attorney general has asked 
the various county assessors for infor- 
mation on land held by the companies. 

Mr. King has been on the war path 
lately. Recently he started an investi- 
gation as to the mortgage loans life 
companies had been making in Okla- 
homa, indicating he considered the state 
had been discriminated against in this 
respect. He has been advocating a stat- 
ute in Oklahoma, similar to the Robert- 
son law of Texas, which requires assets, 
representing a certain percentage of re- 
serves on Texas policies, to be invested 
in Texas securities. 


Hercules Repays R. F. C. Loan 


Vice-president Carl L. Odell of the 
Hercules Life informs policyholders that 
a loan of more than $1,000,000 from the 
Reconstruction Finance Corporation, 
which the Hercules inherited from the 
defunct National Life, U. S. A., has been 
entirely repaid. In addition the Her- 
cules has paid over $1,500,000 to bene- 
ficiaries under National Life, U. S. A. 
policies. 


—= 








Survey of “Not Takens” 
Shows Heavy Expenses 











A study of the not taken policy situ. 
ation by the conservation committee of 
the Life Office Management Association 
and the Life Insurance Sales Research 
Bureau of Hartford shows that for one 
group of 27 companies “not takens” rep. 
resented 18.4 percent by number and 
23.4 percent by amount of all policies 
issued, and for another group of 54 com- 
panies 16.2 percent and 18.8 percent, re- 
spectively. 

This was a considerable burden on 
the companies, it was made clear. Es- 
timates indicate that home office cost of 
underwriting and issuing a policy is 
from $4 to $6. Medical and inspection 
fees average $6. So total cost per pol- 
icy on a medically examined case is 
$10, not allowing for the fact that there 
may be more than one policy on a life, 
but not considering any branch office 
expense. Cost of a non-medical case is 
approximately $5. Additional policies 
cost $1 to $2 each. 

The survey was made in two groups, 
companies with more than $400,000,000 
in force, and those having less, these 
being the first and second groups re- 
ferred to above. It was concluded that 
the not taken rate is more controllable 
than the lapse rate, as the group of 54 
companies which had lower not taken 
rate had higher lapse rate. 

In case of the larger companies there 
was practically no difference in medical 
and non-medical not taken rates, but on 
non-medical there was a distinctly higher 
“N. T.” rate by number of policies. A 
factor of importance is the “N. T.” 
charge to agents, all of the larger group 
making it but only 18 of the 27 compa- 
nies in the other group charging agents. 


To Be in New Quarters Soon 


ST. PAUL, Aug. 16—The Minnesota 
Mutual Life plans to be in its new 
quarters in the Builders Exchange with- 
in a month, President T. A. Phillips 
announces. The company acquired this 
13 story modern office building early this 
year and will occupy 6% floors. It is 
one of the most modern structures in 
the downtown section of the city and 
almost in the heart of the business dis- 
trict. The Eliason agency, home office 
agency of the company, is already in 
the building. 


Face Tax Fight in Wheeling 


WHEELING, W. VA., Aug. 16.—In- 
surance companies operating in Wheel- 
ing which are not incorporated under the 
laws of West Virginia are threatened 
with suit as a result of the move of the 
city council to collect a tax of one-half 
of one percent levied on gross premiums 
last year. City Clerk Clouse estimated 
the action would entail more than $40,- 
000. 

The one-half of one percent tax was 
passed a few months ago and is similar 
to the city’s two percent premium tax 
passed many years ago and and enforced 
against fire companies but not the life 
companies. This is the first attempt to 
enforce the half-percent tax. There 1s 
doubt that the proposed tax is valid, al- 
though the city of Wheeling apparently 
believes it is not restrained by the state 
premium tax statute which was thought 
to exempt life insurance premiums trom 
any levies beside the state tax. This 
question will probably have to be de- 
cided by the courts. 


Dooley Application Withdrawn 


The Guarantee Mutual Life of Omaha 
has withdrawn its application for @ 
California agent’s license for : 
Dooley. Announcement of the with- 
drawal of the application came while 
some 40 life insurance men were gath- 
ered in San Francisco for what was 
scheduled to be a hearing on the Dooley 
license matter. Dooley was one of sev- 
eral agents of the Pure Protection Life 
of Cleveland who were denied licenses 
in Ohio. 
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Deaths From Heart Go Down 
50 Percent Below Age 44 





Progress is being made in the con- 
quest of heart disease as a cause of death. 
Since 1911 the mortality from this cause 
among policyholders of the Metropoli- 
tan Life in the 0-44 year age period has 
shown a decrease of nearly 50 percent. 

These pertinent statements were made 
by Dr. Donald B. Armstrong, third vice- 
president of the Metropolitan Life. 

“It is true,” said Dr. Armstrong, “that 
deaths from all types of heart disease at 
all ages constitute the first cause of 
mortality and are increasing. Yet, when 
we consider the problem by age groups, 
the record for the younger and more 
significant ages, say from 0-44 years, is 
a very favorable one. In this age group, 
heart disease has been decreasing since 1918 
and before. According to the experience 
of the millions of industrial policyhold- 
ers of the Metropolitan Life, the de- 
crease among whites, since 1911, has 
been nearly 50 percent. These rates 
right now are better than they were 20 
years ago and are the lowest on record.” 

Dr. Armstrong stated that while 
deaths from disease of the heart muscle 
are increasing, especially at older ages, 
yet deaths from disease of the heart 
valves and its inner lining have been de- 
creasing for a considerable period. This 
apparently means that there has been 
less injury to the heart from causes that 
affect these parts of the heart’s anatomy, 
such as sometimes follows acute rheu- 
matic fever, diphtheria, scarlet fever, and 
other infectious diseases. “It is well 
known,” he said, “that many of these 
diseases have been largely brought under 
control.” 

Dr. Armstrong also said that heart 
disease at the older ages continues to 
increase. 





Hoffman Now Claims to 


Have Oldest Life Agency 


H. G. Hoffman of Mt. Sterling, Ky., 
who takes much pride in the insur- 
ance tradition of his family, has been 
digging in the archives and makes the 
claim that his office is the oldest life 
insurance agency in the United States 
operating under the same family name 
and management. 

Several years ago he made a claim 
that his was the oldest agency in the 
United States, having been established 
in 1847, under the same family name 
and management. When that claim 
was published, however, it was chal- 
lenged by an agency in Arkansas and 
another in Connecticut. Both of these 
Were fire insurance agencies, however. 
Neither of them had any life insurance 
connection. 

" Mr. Hoffman produces a copy of the 

Kentucky Whig” of Mt. Sterling, dated 
June 21, 1850, in which appears an ad- 
vertisement of the Hoffman agency. 
This reads: ““Hoffman’s life, fire, marine 
and live stock insurance office. Policies 
of insurance issued for the following 
companies. The capital of each is sound. 
Persons doing business at this office 
may rely upon promptness and equity 
in the adjudication and payment of all 
losses that may occur: Mutual Life In- 
surance Company, New York, capital 
$1,000,000; Hope Mutual Life Insur- 
ance Company, Connecticut, capital 
$125,000; New England Live Stock In- 
Surane Company (figure as to capital 
obliterated); Columbus Fire & Marine 
Insurance Co., capital $300,000. 

Policies issued on stores, dwellings, 
steam and water mills, goods upon the 
western waters, and all classes of haz- 
ards, at customary rates. William Hoff- 
man, agent, Mt. Sterling, Nov. 16, 1849. 
The Hope Insurance Company will also 
take risks on the lives of Negroes.” 











Has Effective Filing System 


a L. Wright, manager for the 
onnecticut General in Rochester, N. 
+ has placed in his library room for 














New Occupational Rating 
of Liquor Business Out 











The Ohio State Life has issued a 
new schedule of ratings for those en- 
gaged in the liquor business. The fol- 





THE COMPETITION FOR LEADERSHIP 
GROWS KEENER EVERY YEAR 





lowing is the percentage of rating for 


the various types of employes in the You can measure guichly 
different divisions of the business: your needs for 
Breweries and wineries—Proprietors, 
managers, clerks and others having of- FUTURE FUNDS 
2 


fice or administrative duties only, stand- 
ard; proprietors, superintendents, man- 
agers and clerical workers whose du- 







































































ties take them into the plant, 125 per- 
cent; salesmen, collectors, brewmasters, FINDING THE 
engineers, firemen, mechanics and coop- NEEDS 

ers, 150; drivers, deliverymen, watchmen, 


CLINCHING THE 
NEED 


SELLING THE 
POLICY 








garage employes, all other workers ex- 


cept laborers, 175; stable employes and There ore GX Aoncomentel Meesores 
laborers, 200. of the SOUNDNESS ond SAFETY of any 
Distilleries — Proprietors, managers, Life Insurence Company 


superintendents and clerks and salesmen 
handling bonded warehouse receipts 
only, standard; other salesmen, en- 
gineers, firemen, compounders, mechan- 
ics and coopers, 150; drivers, delivery- 
men, watchmen and all other workers 
except laborers, 175; laborers, including 
stablemen, 200. 

Warehouses — Government warehouse 
employes, standard; other warehouse 
employes, proprietors, managers and 
clerks, 125; other workers, 150. 

Government Inspectors, Gaugers, Etc. 
—At breweries, distilleries and ware- 
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OF COURSE YOU CAN SAVE FOR A “ly 


v 












N*®NL 





SALES 





3 aut of 100 
wavend en genreng 
presence ere) 











gana seman noes san Seece oneee anenees sumee sonem 
cernne ane Agere san mene aetens sane 








| PORTFOLIO 





houses, 137. ; 
Beer Gardens, Beer Parlors and Tav- DEMONSTRATING 
erns—Proprietors and managers not SAFETY 


serving, 150; serving proprietors, man- 
agers and employes, 175. 


OVERCOMING 
OBJECTIONS 


Government Retail Stores—Employes, 
= T A CRUTCH- 
Retail Establishments—Bottled goods 


not consumed on premises, standard; 


others, discontinued. 
Legal Sellers of Alcoholic Drinks— A Tool for Upper Level 


» » SELLING 


Proprietors, managers and_ stewards, 
clerks and housekeepers, not serving, 
standard; serving proprietors, managers 
and stewards, and cooks, chefs, bell boys, 

waiters, countermen, bus boys, wait- » 
resses, porters, doormen, 137; head 
waiters, head porters, check room at- 


tendants and maids and other servants, HE new NUNL Sales Port- 

folio is not an illustrated 
ase P sales talk to guide the un- 
Are Annuities Running Away | skilled salesman through the 


With the Life Companies? various steps of a sale, but is 


125. 


instead a portfolio 
(CONTINUED FROM PAGE 2) material which 


porary “safekeeping,” temporarily to the skilled sales- 
take their investment losses on these| man can bring to 
funds to the benefit of soundness, later| bearwhenneeded 
to “count on” the much higher specu-| jn a sale. Organ- 
lative profits to offset these losses. This ized to meet the 
would be a real hazard, if any appre- : 
ciable part of assets or surplus should most exacting 
become involved in this “play” of excess |] requirements of 
funds. That is primarily why the com-] the expert — yet 
panies are seriously concerned today logical, straight- 


with this item. 
forward, and 


convenient reference a bound file of all simple as A-B-C 
of the present contracts sold by his —this new and 
sage ong: ees ee age Py vase improved sales 
in the e in the same order as they * “eae 

are listed in the company’s rate book. equipment = 
Also in the library are to be found the| a class by itself. 

envelope and application supply. This Eachagent who 
Simple plan has been very effective in! . lified 

saving much time for the clerks in Mr.| #8 GUatte to = 
Wright’s office. ceive a copy is 


provided with a 














Their Clients Intelligently || by which the Sales 
is to be used. The 





An agent should analyze his clien- 


tele to determine among what occupa-| ties in directly with the selling 


tional or other groups he is most suc- 
cessful, according to Violet P. Ehlbeck 
of the State Mutual in Boston. An 


manual of instructions de- 
Agents Should Analyze scribing definitely the method 


of visual holder of 


The NYNL Sales Portfolio 
is the first step, and a very 
important one, in NYNL’s 
50th year program of in- 
tensified effort to enable 
its salesmen to earn more 
money in these times, by 
assisting and equipping 
them to doa more effective 
job and to function at a 
sustained higher level of 

efficiency. 


Portfolio plied the 


procedure outlined in the fam- 
ous NWNL Guide to Successful 
Life Underwriting. 

To receive a copy of the Sales 
Porfolio a fieldman must be a 


the NYNL Guide to 
Successful Life 
Underwriting— 
and have a satis- 
factory produc- 
tion record. To 
be a holder of the 
Guide, a sales- 
man must first 
have completed 
the Company’s 
course, ‘*The 
Doorway to Life 
Underwriting,” 
have been with 
the Company at 
least three 
months, and in 
addition must 
have fulfilled cer- 
tain production 
requirements. 


To agents who have familiar- 
ized themselves with and ap- 


principles of upper 


Portfolio _level selling provided in the 


is organized on a new basis and NWNL Guide, the new Portfolio 
will be of valuable help. 


ia way te sending tom Sank tine NORTHWESTERN NATIONAL 


among prospects who are not written 
as easily and as quickly by him as 


LIFE INSURANCE COMPANY 


others who bsg oy — been henge If O.J. ARNOLD, Parsiwent 
an agent in his first few years has made , 
a large number of contacts, under the STRON G~ Minneapolis.Minn. ~LIBERAL 


law of averages, the classes of people 
written will indicate with what people 
or groups he is most successful. 
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Consider the Stone Cast in Pool 


THERE is perhaps bit of advice 


which has been stressed more and fol- 


no 


lowed less than prospecting and selling 
in one’s immediate neighborhood. The 
steps in successful salesmanship can well 
be compared to what happens when 
a stone is dropped in a pool of water. 
Ripples spread out from that center of 
disturbance and go on and on in all di- 
rections. It is a good picture for the 
life agent to bear in mind. First, the 
ripples nearest where the stone falls are 
larger. The stone has exerted the most 
effect close at hand. But another sig- 
nificant phenomenon is the wide area 
over which the ripples move. Even in a 
large body of water wavelets set in mo- 
tion by the stone may strike a distant 
shore. 

The life agent is most effective and 
most successful when he takes his place 
naturally in the community, exerts his 
influence normally through the usual 
channels of his social intercourse; sends 
those ripples of interest in life insurance 
out from his regular center of activities, 


through an ever-widening circle of 
friends, acquaintances, prospects and 
business associates. Successful agents 


call it the endless chain system or center 
of influence method. It is very probably 
the only way an agent can assure his 
permanency in the business. He must 
have new blood constantly coming 
along. The one thing that many 
agents overlook, even though they may 


so 


think they are gleaning all the prospects 
as they go, is not starting and remain- 
ing in their normal sphere. They be- 
come diverted and find themselves fol- 
lowing what they consider to be a hot 
lead clear across town. They jump with- 
out much method from one point to an- 
other; their efforts are spasmodic and 
disorganized. It is necessary that they 
organize themselves quickly, for disor- 
ganization is fatal in life insurance sell- 
ing today. The heart of the business is 
prospecting, and the secret of successful 
prospecting is as here outlined. 

The grocer, corner filling station pro- 
prietor or employe, druggist or other 
business man from whom the agent buys 
some article should be approached. So- 
cial contacts should not be overlooked. 
The agent owes his service even more 
to his friends and relatives than to 
strangers, but usually feels embarrassed 
to suggest a policy. The men and wo- 
men who succeed in the business are 
thinking life every moment 
while they are awake. They are devis- 
ing diplomatic, perhaps even indirect, 
approaches in their normal business and 
social intercourse. The neighborhood 
around the home of a really successful 
life agent usually may be found to be 
well insured b-- him. The method has 
been successfully tested so many times 
that there is no longer any question but 
that it is the correct one. Yet few agents 
employ it consistently. 


insurance 


Depends on Character of Service 


AFTER all the insurance man who is out 
on the firing line must depend for his fu- 
ture reputation and prestige on the char- 
acter, honesty and intelligence of the serv- 
ice that he gives to his policyholders. His 
dependability amounts to much. The ca- 
pacity he has to make his insurance con- 


tract do the work is all important. He 
must know how to program a man’s in- 
surance needs and then go back to his con- 
tracts and fit them cleverly to the as- 
sured’s actual condition and demands. He 
must be an expert insurance diagnostician. 
That is the only basis for success. 


Responsibility Develops a Man 


WHEN one begins to accept responsibility 
and is able to assume it successfully he 
grows. He may make mistakes but his 
judgment is corrected by studying his 
experience and profiting by these errors. 


In time his conclusions are reached 
through more accurate processes. The 
way to develop a man who has the 
capacity is to throw responsibility on 
him. 
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PERSONAL SIDE OF BUSINESS 





Ferdinand Leutz, 80, former insur- 
ance commissioner of North Dakota, 
died at his home in Hebron, N. D., fol- 
lowing a heart attack. 

E. S. Boyer of Hershey, Pa., who was 
appointed a general agent of the Ohio 
State Life only seven months ago, was 
one of the star performers on Loyalty 
Day, which had been set apart for a 
special campaign in observance of the 
company’s 28th anniversary. He ap- 
peared for work at midnight with a num- 
ber of his salesmen. At 12:30 the first 
policy was written, the second at 2 a..m. 
Then after'a nap they resumed their so- 
licitation and before the day was over 
they had secured eight applications. 


Two of the books on life insurance 
written by Walter Cluff, educational di- 
rector of the Kansas City Life, are be- 
ing translated into Spanish. Mr. Cluft 
has received word from the Banco Vi- 
palicio de Espana, a Spanish life com- 
pany with headquarters at Barcelona, 
that it had finished translating “Now 
It’s Life Insurance,” and is working on 
“Life Underwriting Efficiency” for use 
in instruction work. Mr. Cluff’s books 
have been reviewed in Germany and 
London. 

E. M. Selser, agency director New 
York Life, East St. Louis, Ill., has been 
appointed a member of a fact finding 
committee that will investigate relief 
work in St. Clair county. 


Agents of the Lincoln Liberty Life 
sprung a surprise on General Manager 
Joseph Albin, when they handed in 
$150,000 of new business in celebration 
of his birthday. 


David Evans, special agent of the 
Northwestern Mutual Life in Chicago 
and one of the veteran life insurance 
men of that city, died there this week. 
He started in life insurance work in 
1898 with the Provident Mutual in Phila- 
delphia and in 1907 became general agent 
of that company in southeastern Penn- 
sylvania, later serving as its general 
agent in Cleveland. He was then with 
the Mutual Benefit Life in New York 
state for a few years and went to Chi- 
cago in 1924, connecting with the North- 
western Mutual there and continuing in 
that connection until his death. 


One of the young life insurance man- 
agers in eastern Canada who is making 
a success is M. A. de Goumois of Que- 
bec, manager of the Canada Life. He is 
a native of Alsace. His first insight 
into insurance was through his connec- 
tion with the Retail Credit Co. in Mon- 
treal and other Canadian points. He is 
in a French speaking community but 
all his correspondence and office work 
is done in English. He speaks English 
fluently. Mr. de Goumois is frequently 
out in his territory in contact with the 
district managers and agents. 


R. F. Freeman, manager National Life 
of Vermont, Los Angeles, has recovered 
his health after having been ill for three 
weeks with a severe attack of arthritis, 
and is motoring to the home office to 
attend the annual agency convention, 
Aug. 28-30. 

B. A. Dugal, insurance superintendert 
of Quebec, has his official quarters in 
the provincial capital although the big 
insurance center in his jurisdiction is 
Montreal. Quebec has but few local 
companies. They are small and operate 
in a restricted territory. There are many 
demands on his office from Montreal. 
He has an office there solely for ap- 
pointments, but he contemplates estab- 
lishing three inspectors in the Montreal 
office early next year. Mr. Dugal was 











ee 


chiei inspector in his department before 
being appointed its head. He is popular 
personally and possesses a fine sense of 
humor. He made his debut at the 
meeting of the Canadian superintend- 
ents at Toronto some six years ago 
when the National Convention of In- 
surance Commissioners met there at the 
same time. He is now a frequent at- 
tendant at the United States commis- 
sioners’ gatherings, thus sharing the hon- 
ors with Superintendent R. Leighton 
Foster of Ontario. 


W. M. Hammond, Los Angeles gen- 
eral agent Aetna Life and president Life 
Underwriters Association of Los An- 
geles, has returned from a month’s trip 
to Hawaii. While in Honolulu Mr. 
Hammond addressed the life underwri- 
ters’ association there and also spoke at 
a meeting of the New England Mutual 
Life agency. 


—_—- 


G. L. Davis, assistant manager home 
office agency Pacific Mutual Life, was 
presented a diamond studded gold pin, 
awarded by the company in recognition 
of 25 years’ continuous service. The 
presentation was made by John Newton 
Russell, agency adviser. J. H. Russell, 
agency manager, presided at the meeting 
and Dr. S. P. MacLennan, pastor First 
Presbyterian Church, Hollywood, gave 
an inspirational talk on “The Things 
That Men Most Need in Life.” 


E. A. Frerichs of the Lincoln agency 
of the Security Mutual Life of Nebraska, 
recently completed his eighth year as a 
member of the App-a-Week Club. He 
celebrated the event by going out and 
in one day made 14 calls, secured seven 
interviews and ended the day with six 
applications. 

Wade Fetzer, Jr., vice-president of W. 
A. Alexander & Co., Chicago, is recover- 
ing from an appendectomy at the sum- 
mer home of his father, Wade Fetzer, 
Sr., at Glen Lake, near Traverse City, 
Mich. He will be there about two 
weeks. 


Study Made of Life Company 
Real Estate Control Records 


A study of control records which life 
insurance companies should keep upon 
real estate is presented in the new “Jour- 
nal of Real Estate Management’ pub- 
lished by the National Association ot 
Real Estate Boards in Chicago. The 
laws of several states placing a definite 
and often short time limit upon the 
length of time a life insurance com- 
pany may hold real estate was charac- 
terized as an example of a social lag, by 
Alexander Eulenberg, author of the ar- 
ticle. Mr. Eulenberg is the chief of 
staff of David Himmelblau & Co., pub- 
lic accountants, concentrating on real 
estate accounting systems. . 

Depreciation allowances have an !- 
portant relation to property accounts, 
particularly of life companies, Mr, Ev- 
lenberg points out. Dealing with the 
question of just at what point in trans- 
fer of ownership to a mortgagee account- 
ing begins for income and expense on 
that property for the mortgagee, he 
states that under federal income tax 
regulations this is at whatever point the 
mortgagee gets effective “control” of the 
property. “This may arise through an 
assignment of rents, during the period 
of which the mortgagee, who is ulti- 
mately to become the owner of the fee. 
does not actually own the property. It 
has even been permitted to such an as 
signee of rents to deduct depreciation 
from his capital investment in the prop- 
erty, as represented by the original mort- 
gage loan plus additional expenditures 
on delinquent taxes, etc.” 
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NEWS OF THE COMPANIES 
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Davis Made Agency Director 





Advancement Announced in Connection 
With New Official Lineup of 
Abraham Lincoln Life 





Under the new official lineup of the 
Abraham Lincoln Life, following the re- 
turn of control of that company to its 








0. F. DAVIS 


former management, O. F. Davis, who 
has been assistant agency director, be- 
comes agency director. F. M. Feffer, 
who has been vice-president and agency 
director, relinquishes the latter title, al- 
though continuing as vice-president, and 
will devote much of his time to the in- 
vestment department. H. B. Hill again 
becomes president and Dr. J. R. Neal 
secretary and medical director. 

Mr. Davis started as an agent in 1921 
and was a star personal producer, later 
became a general agent in Springfield 
and was appointed assistant agency di- 
rector in 1924, primarily in charge of 
the accident and health department, but 
since 1931 has devoted at least half his 
time to the life department. 





Hercules Life Is Licensed 
Now in Half the States 





_The Hercules Life of Chicago now is 
licensed in all states in which the Na- 
tional Life U. S. A. was operating at 
the time of appointment of a receiver, 
and in six other states, a total of 23. 
The new states entered are Alabama, 
Minnesota, Oklahoma, Tennessee, 
Washington, and New Mexico in which 
the National Life U. S. A. operated in 
1932 but from which it withdrew in 1933. 

The other states in which the Her- 
cules Life is now licensed are: Arkan- 
sas, California, Colorado, Georgia, IIli- 
nois, Indiana. Iowa, Kansas, Michigan, 
Missouri, Montana, Nebraska, North 
Dakota, Ohio, Oregon, Pennsylvania, 
and Texas. 





Gocd Showing Is Made by 


Interstate Reserve Life 





The Interstate Reserve Life of Chi- 
Cagc, which was recently examined by 
the Illinois insurance department, 1S 
anne to be in excellent financial con- 
ition. 

The company operates on the pure 
Protection basis, having no cash loan or 
cash surrender values against its re- 
serves, which are computed according to 
he American experience table of mor- 

. tality and 4 percent interest, and show 





100 percent solvency and a substantial 
surplus. 

The only cash demand obligations of 
the company consist of less than $20,000 
of advance premium payments and divi- 
dend money left with the company by 
policyholders. 

The company is able to make long 
term investments, yielding a high rate 
of interest, because of the absence of 
cash demand liability. 

The company selects its business care- 
fully, with the result that the death rate 
and the net cost are low. 

The Illinois department report says: 

“The files in connection with all claims 
incurred since the date of the last ex- 
amination were reviewed by your exam- 
iners and it was determined that the 
company settles all just claims promptly 
and in accordance with the terms of its 
policies.” 





Marion Wins Over Detroit 


A team headed by E. G. Siefert, Ma- 
rion, O., manager of the Ohio State Life, 
carried off the honors in an insurance- 
writing contest with a team led by H. E. 
Van De Walker, Michigan manager, 
Detroit. The contest continued through 
July and in one day the field force wrote 
approximately $470,000. The St. Louis 
agency ranked first in volume of insur- 
ance written in July and George Tom- 
lins, manager at Akron, O., was first 
for individual production. 





Asks Bids for Reinsurance 


H. B. Hershey, receiver for the State 
Life of Illinois, is advertising this week 
for bids for reinsurance of that company. 
The dead-line for the submission of bids 
is 10 a. m., Aug. 25. They should be 
sent to the Chicago office of the Insur- 
ance Liquidation Bureau, A1640 Insur- 
ance Exchange, Chicago. 





Organization Plans Progressing 

Offices of the Mutual Union Life of 
Seattle, which is in process of organiza- 
tion, have been opened at 860 Dexter- 
Horton building. The organizers are 
now seeking to complete the writing of 
200 applications of at least $1,000 
each with a year’s premium paid in ad- 
vance which, with a $25,000 bond is nec- 
essary for the formation of a mutual life 
company under the mutual insurance 
laws of Washington effective April 13, 
1934. George M. Jacobs is the presi- 
dent. The company plans to write whole 
life, 20-pay life, 20-year endowment and 
endowment at age 65. Both men and 
women will be written from ages 10 to 
60. Non-medical business will be limited 
to ages 20-40 up to $2,500 for men and 
$2,000 for women. 


Black Made Medical Director 


Dr. B. F. Black, assistant medical di- 
rector of the Maccabees, has been ap- 
pointed medical director, succeeding the 
late Dr. J. C. Hanchett, who had held the 
post since 1923. Dr. Black began prac- 
tice in Muskegon, Mich., 40 years ago 
after graduation from Queens Univer- 
sity in Kingston, Ont., and became a 
medical examiner for the Maccabees his 
first year in practice. Last October he 
was called to the home office as assist- 
ant to Dr. Hanchett. 


To Ratify Reinsurance 


A special meeting of stockholders of 
the United of Chicago has been called 
for Sept. 10, formally to ratify a con- 
tract whereby the weekly premium busi- 
ness and the monthly and commercial 
health and accident business of the com- 
pany in Michigan was taken over by the 
Great Northern Life of Chicago. 

This reinsurance was effected at the 
time capital of the United was reduced 
to $200,000, inasmuch as Michigan re- 
quires $300,000 capital for all companies 
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“Prospect Bureau” Pays Dividends! 








1934 marks The Guardian Life ‘‘Prospect Bureau’s”’ 
13th anniversary. Year after year Guardian under- 
writers have found that the Prospect Bureau 
pays dividends —in the form of increased paid- 
for-business. 


The Bureau’s ability to produce profits for the 
agent is not a matter of speculation. It has proven 
itself —-since 1921. 
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transacting life, health-and accident busi- 


ness. The reinsurance was actually ef- 
fected on March 6, 1933, but it was then 
declared to have been impossible to de- 
termine upon a fair consideration to be 
paid by the Great Northern for this busi- 
ness. 

Now the contract to be ratified by the 
stockholders provides that the Great 
Northern starting Sept. 10 would pay 
the United 3 percent of its gross collec- 
tions within Michigan on the weekly pre- 
mium and monthly and commercial 
health and accident business written or 
renewed within that territory by the S. 
J. Arcaris agency until the total amount 
of the payment amounts to $12,000. 


Frank Antonelli Advanced 


DENVER, Aug. 16—Frank Anton- 
elli, since the latter part of last year 
joint manager of agencies in Colorado 
with Fred Krueger, has been appointed 
superintendent of agencies of the Cap- 
itol Life. He will be in full charge of 
agency operations throughout the coun- 











try. Mr. Krueger becomes sole man- 
ager in Colorado. 


Scott With Home State 


S. H. Scott, who for the past five 
years has been assistant secretary of the 
American National of Galveston, is now 
assistant manager of the Home State 
Life’s industrial department. 


Bankers Union Life Figures 


The Bankers Union Life of Denver 
reports new paid for business the first 
six months of $790,079 compared w ith 
$420,940 last year. The increase in in- 
surance in force for the first six months 
was $332,659 compared with $97,009 de- 
crease the first half of 1933. 





Life Company Notes 


Agents of the Texas Life are honoring 
President J. D. Mayfield in a production 
drive in August. 

The Progressive Life, an assessment 
concern of Long Branch, N. J., has re- 
ceived a license in its home state. 








LIFE COMPANY 


CONVENTIONS 





Observes Silver Anniversary 





Program for Convention of Business 
Men’s Assurance Aug. 27-29 
Is Announced 





KANSAS CITY, MO., Aug. 16.— 
The program for the silver anniversary 
convention of the Business Men’s As- 
surance here Aug. 27-29 has been com- 
pleted. 

J. C. Swift, president Swift & Henry 
Live Stock Company, a director of the 
company, will review “A Quarter Cen- 
tury of Progress.” C. Vivian Anderson, 
president National Association of Life 
Underwriters, will give his talk on 
“Have You Made Your Will?”, F. M. 
See, general agent New England Mu- 
tual Life, St. Louis, will give the “Ten 
Commandments of Closing a Sale.” R. 
E. QO’Malley, Missouri superintendent, 
and H. E. McClain, Indiana commis- 
sioner, will talk at the banquet. 

President W. T. Grant will preside at 
two of the sessions, and will talk on 

“Year by Year Along the Way.” J. C. 
Higdon, vice-president, will introduce R. 
E. Sanders of California, president of 
the Grant Club. 

J. P. Baldwin, president of the Man- 
agers Club, will speak on “Our Imme- 
diate Sales Opportunities.” 

Afternoons and evenings are to be 
given over to entertainment. Mr. Grant 
will be toastmaster at the banquet. I. 
R. Crandall, winner of the recent silver 
anniversary contest, will present a plati- 
num watch to Mr. Grant. 

Branch office managers will remain 
for their session Sept. 1. 





Leaders Are Honored 


Approximately 100 agents of the Eu- 
reka-Maryland Assurance from Mary- 
land, Pennsylvania, Delaware, Ohio and 
Michigan, who qualified in the anniver- 
sary campaign in honor of T. J. Mohan, 
field director, were guests of the com- 
pany for a three-day trip to Norfolk and 
Virginia Beach. 

President J. N. Warfield headed the 
group of executives who made the trip 
and Mr. Mohan was in charge of the ar- 
rangements for the outing. 





Discuss Drought Problems 


The annual agency meeting of the 
Security Mutual Life of Nebraska will 
be held at Lincoln Sept. 28-29. Eleven 
agents have qualified already for the 
$150,000 Club. The program will con- 
sist largely of exchange of experiences 
and sales talks designed to meet the 
new problems that the drought, which 
has practically destroyed all crops in 
several of the states included in the com- 
pany’s territory, has brought about. 








Protective Life Agents Meet 





Gather at Pensacola, Fla., for Annual 
Session—Prospecting and Selling 
in Educational Talks 





The Protective Life is holding its an- 
nual agency convention at Pensacola, 
Fla., this week. La Noue Matta, vice- 
president and superintendent of agen- 
cies, opened the meeting and welcomes 
were extended by the Pensacola city of- 
ficials and of the Pensacola Life Under- 
writers Association. An instructive pro- 
gram has been provided, one session be- 
ing devoted to prospecting and another 
to selling. Lloyd Johnson called the 
first business session to order and C. W. 
Daugette, Jr., sounded the keynote. W. 
T. Lawton will speak on “Why Discuss 
Prospecting?” Lloyd Johnson and R. 
W. Bishop will discuss “How I Pros- 
pect.” FF. R. Daugette will talk on “The 
Woman Prospect,” followed by a dis- 
cussion by Mrs. W. B. Whitefield. J. 
K. Kirkwood will discuss “Prospect 
Records,” W. B. Ray “Prospecting for 
Juvenile Business.” T. J. Hammer, di- 
rector of agency service, will tell of 
home office prospecting plans and Presi- 
dent S. F. Clabaugh will summarize the 
talks made at the session. 

At the business session on selling R. 
W. Bishop will talk on “What Must a 
Protective Life Agent Do to Succeed?” 


E. J. Gilbert on “Safeguarding the 
Home”; Earl Andrews, “Family In- 
come,” and “Closing Tactics,” will be 


discussed by L. H. Murphree, A. L. 
Bell, Hoyt Winslett, Herbert Baum, Le- 
roy Winter and C. W. Steinkamp. A 
discussion will follow and Vice- presi- 
dent Matta will summarize the session. 
Business sessions will be held in the 
mornings and the rest of the time will 
be spent in entertainment, sight seeing 
and sports. 





Columbus Mutual Convention 


The agency meeting of the Columbus 
Mutual Life was held Monday and 
Tuesday of this week in Columbus. 
Among those on the program for ad- 
dresses were J. M. Keplar, Bankers Life 
of Iowa, Elkhart, Ind.; L. M. Crandall, 
New England Mutual, Norwich, Conn., 
and W. B. Burruss of New York. A. 
L. Gray of Chicago, the company’s 
leading producer the last year, was hon- 
orary chairman. S. A. Hoskins, treas- 
urer, was toastmaster at the banquet. 


N. Y. Life Connecticut Outing 


Agents of the New York Life from 
New Haven, Hartford, Bridgeport, New 
Britain, Waterbury and Torrington at- 
tended an outing at Bristol, Conn. 

Speakers included H. H. Tibken, New 
Haven, Connecticut agency director; 
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As SEEN FROM CHICAGO 





EXCEEDS ALLOTMENT 20 PERCENT 


The Chicago Clearing House branch 
of the New York Life paid for its new 
organization business allotment for all of 

1934 as of July 31, and has exceeded it 
by 20 percent with a $594,000 total. 
Frederick Bruchholz, agency director, 
has returned from a vacation in Glacier 
National Park. 

*x* * * 

NEW LINCOLN NATIONAL AGENCY 

Kurt Hitke & Co., Chicago, have been 
appointed district agents of the Lincoln 
National Life in that city, and have 
named T.-D. Waiss manager of the life 
department. Mr. Waiss for 15 years 
has been agency instructor of the 
Hintzpeter agency of the Mutual Life of 
New York in Chicago. 

ae ak 


SUCCEEDS ANDERSON 


R. B. Carson has been appointed life 
manager of the Rockwood Company of 
Chicago succeeding Harry W. Anderson, 
who has gone to the head office of the 
Travelers as agency assistant. Mr. Car- 
son is on familiar ground because from 
1930-32 he served as assistant to Mr. 
Anderson with the Rockwood Company. 
For the last two years he has been con- 
nected with the Chase agency of the 


CARSON 





Connecticut Mutual Life in Chicago and 
with T. C. Rice-Wray & Associates. He 
was awarded the CLU designation in 
1931. 

Mr. Carson graduated from Princeton 
University in 1926, his home having been 
in Trenton, N. J. He started with the 
Globe Indemnity as a special agent in 
the eastern field and was later trans. 
ferred to Chicago, remaining in that con- 
nection until 1930 when he went with 
the Rockwood Company. 


CUMMINGS LEADS THE FIELD 


The Frank D. Cummings general 
agency of the Pacific Mutual Life in Chi- 
cago during July led all general agents 
of the company in production. That was 
only the seventh month of the existence 
of that agency. Its production in July 
was well over ——. 

* 


CHAMBER OF COMMERCE LUNCHEON 


For the first time in its history, there 
will be a special luncheon for the in- 
surance section during the annual meet- 
ing of the Illinois Chamber of Com- 
merce. The insurance luncheon will be 
held Oct. 18 in Chicago. Efforts will 
be made to arrange for an outstanding 
speaker. 








NEWS OF LIFE 


ASSOCIATIONS 





Want C. C. Greer Reappointed 


Birmingham Life Underwriters Also En- 
dorse Candidates for National 
Association Posts 








BIRMINGHAM, ALA., Aug. 16.— 
The Birmingham Association of Life 
Underwriters unanimously endorsed C. 
C. Greer for reappointment as insurance 
commissioner of Alabama _ at_ the 
monthly meeting. This association was 
the first four years ago to suggest Mr. 
Greer’s name for the post he now holds. 
Similar resolutions were adopted by the 
Birmingham Life Managers Association. 
The Montgomery association has also 
endorsed Mr. Greer. 

In addition to endorsing J. O. Ogle, 
vice-president of the association, for 
trustee of the National Association of 
Life Underwriters, endorsement was 
given to the candidacies of L. O. Schri- 
ver, Peoria, Ill., for vice-president of 
the national body; E. W. Owen for re- 
election as secretary; O. Sam Cummings 
of Dallas and C. O. Fischer of St. Louis 
for national trustees. Claims of Nash- 
ville and Boston for the 1935. national 
convention were presented, but it was 
decided to send delegates to Milwaukee 
uninstructed. 

President Sheffield Owen announced 
that the association plans to establish a 
library and appointed a committee to 
handle the details. Since a bill provid- 
ing for old age pensions is to be intro- 
duced in the next legislature, a social 
insurance committee was also appointed. 

ae ak se 


Fort Wayne, Ind.—President V. J. Har- 
rold has named Don Heffley and C. M. 
Carter as representatives on the board of 
governors of the Indiana association, has 
designated Don Heffley general chairman 
of the sales congress to be held this fall 
and has named Howard Meid general 
chairman for Life Insurance Week. 

Se 


San Franciseo—Dr. S. S. Huebner 
spoke at a public meeting Wednesday on 
“Life Insurance and Business Recovery.” 








Wilbur Smith, Buffalo, N. Y., 
supervisor; R. I. Campbell, New York 
City agency supervisor, and Samuel 
Silverman, New Haven, president Nylic 
League of Connecticut. 


agency 





He also spoke Thursday morning at a 
meeting sponsored by the San Francisco 
association and conducted by the C. L. U 
section on “Education for the Life Under- 
writer and Plans for Making Life Insur- 
ance Education Profitable,” and was guest 
of honor Thursday noon at a luncheon of 
the San Francisco C L. U. chapter. 
* *K * 
Fort Wayne, Ind.—Dr. S. S. Huebner 
will speak Nov. 22. 
* * x 
Colorado—A fall roundup of the Colo- 
rado association will be held in Denver 
some time in October. The first of its 
kind ever held at this season, the meet- 
ing will be devoted to selling problems 
in much the same manner as the annual 


spring sales congress. The idea is to 
launch the fall selling season with a 
“bang.” 

Frank M. See of the New England 


Mutual in St. Louis will address the Colo- 
rado association at a special breakfast 
meeting Aug. 27. 

* * * 

Missouri—V. W. Wiedemann, manager 
Sun Life in Kansas City and president 
of the Missouri association, is taking 4 
rapid swing out over the state to pre- 
pare for the semi-annual meeting, which 
will be held in October at St. Joseph. He 
is meeting with officers of the South- 
eastern Missouri association at Cape 
Girardeau, Northeast Missouri associa- 
tion, St. Louis, Columbia and Jefferson 
City associations. 


Lacy San Francisco Speaker 


O. J. Lacy, recently elected president 
of the California-Western States Life, is 
to address the general agents and man- 
agers section of the San Francisco Life 
Underwriters Association Aug. 21. In 
the nature of a welcome to California 
for Mr. Lacy, the meeting will be at- 
tended by other officers of the company, 
as well as the leading general agents 
and managers of San Francisco. oie 
Arnette, manager of the Fidelity Mu- 
tual Life, is chairman of the section. 


Memphis Managers Elect 


A. Van Prichartt has been elected 
president of the newly organized Mem- 
phis Life Managers Association. Vice- 
president is John E. Lippitt and secre- 
tary, Leroy King. In addition to the 
officers the directors are R. H. Lake. 
Thornton Buckner, Bolling Sibley and 
H. N. Martin. 
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NEWS OF THE FRATERNALS 








Subjects to Be Discussed 
By the Fraternal Actuaries 





The topics for discussion at the meet- 
ing of the Fraternal Actuarial Associa- 
tion during the convention of the Na- 
tional Fraternal Congress in Atlantic 
City, Aug. 20-22, have been announced 
by John E. Little of the Maccabees, 
who is president of the actuarial sec- 
tion, 

An inquiry will be made as to whether 
fraternal societies issue annuities and if 
so what kind. Also there will be a dis- 
cussion of the premium and reserve 
bases for annuities and there will be 
discussion on the point of whether the 
fraternals should enter into the annuity 
field. The question of underwriting 
will be approached from the point of 
view of the liquor hazard, aviation risk 
and railroad employes. There will be 
general discussion of income disability 
experience and special disability bene- 
fits granted in connection with fraternal 
certificates. 

Members are asked to submit written 
statements outlining suggested changes 
for revision of annual statements. There 
will be discussion of requirements of 
state laws as to segregation of funds, 
separation of adult and juvenile state- 
ments, valuation reports. There will be 
discussion of the advantages and dis- 
advantages of a gain and loss exhibit 
similar to the one required of the com- 
mercial companies. There will be a re- 
port of the special committee on juve- 
nile mortality investigation. 

Three important subjects which the 
Presidents Section of the National Fra- 
ternal Congress will discuss are effects 
of the Frazier-Lemke bill, municipal 
bonds and the matter of lower interest 
yield on investments. 

Most of the National Fraternal Con- 
gress societies use the NFC 4 percent 
table. This is a half percent higher than 
the basis used by many old line com- 
panies. 

As an offset is the fact that the NFC 
societies largely invest in municipal 
bonds, which have a rather high return. 

A special committee of the NFC ap- 
pointed at the spring meeting in Chi- 
cago, which has not functioned much as 
yet, will report at Atlantic City on the 
subject of municipal bonds. The com- 
mittee is scheduled to meet Sunday and 
report probably Wednesday to the gen- 
eral session. 

The project outlined at the spring 
meeting was to install an informa- 
tion bureau to collect from members in- 
formation on defaults in municipal bonds 
and other data. 





Fraternal Leaders in Nebraska 


The Nebraska fraternals wrote in new 

business in their home state last year 
$2,690,560 and had $30,754,387 in force. 
The Woodmen of the World led by $1,- 
630,108 new business and $11,451,106 in- 
Surance in force. The Woodmen Circle 
of Omaha was next with $354,816 adult 
and $132,435 juvenile. It has $2,712,209 
adult in force and $246,168 juvenile. 
_ The fraternals of other states wrote 
in Nebraska $8,655,934 and had $10,998,- 
216 insurance in force. The leaders in 
adult insurance are the Aid Association 
for Lutherans of Appleton, Wis., with 
$1,058,391 in new business; Modern 
W oodmen, $1,706,369; Royal Neighbors, 
$1,530,670; Security Benefit of Topeka, 
$503,619. 





Harry Jeffs’ Anniversary 


Harry Jeffs, Illinois manager for the 
Ben Hur Life of Crawfordsville, Ind., 
will complete 20 years’ service with 
that company Sept. 1. His insurance 
Career started in 1898 with the Order 
of Mutual Protection which consoli- 
dated with the Royal League about a 
year ago. He later worked for the 





Mystic Workers and the National Pro- 
tective Legion. In 1912 he went with 
the Loyal American Life Association 
of Chicago which at that time was 
changing from the $1 a month plan to 
the National Fraternal Congress tables. 
This company was reinsured in the Ben 
Hur Life a short time ago. In 1914 
Mr. Jeffs went with the Ben Hur to 
become its manager for Illinois and he 
has held that position since. 


Woodmen Circle Special Drive 


The Woodmen Circle has inaugurated 
a drive for new business to end Nov. 
14, which is the birthday of President 
Dora Alexander Talley. It gained 30 
percent in business the first half of the 
year, and now has more than $107,000,- 
000 in force. 





Fraternal Notes 
The annual meeting of the California 
Fraternal Congress will be held in Pasa- 
dena Nov. 9-10. 
The Czechoslovak Society of America, 
a fraternal order of Cicero, Ill., has been 
admitted to Indiana. 
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Health Losses Much Lower 


Profit Expected on Disability Business 
in 1934 for First Time in a 
Number of Years 








PHILADELPHIA, Aug. 16.—Health 
losses in 1934, unless the winter brings 
a serious epidemic, will be the lowest 
in years. This year is expected to be 
the first in many years when the com- 
panies generally will show a profit in 
accident and health underwriting. The 
reason advanced for the low loss ratio 
is returning prosperity. 

“More men have gone back to work,” 
says W. H. Howland of the General 
Accident, “and they don’t want to stay 
away. They are so happy to be back 
at work that they are taking no chances 
of losing their jobs.” 

Although many physicians have said 
the recent heat wave has resulted in 
many cases of stomach disorders, the 
companies declare they cannot. trace 
any claims to this source. 

The accident loss ratio will not show 
the same substantial reduction. Acci- 
dent claims are running about the same 
as last year, perhaps a little lower. 

No large increase in the volume of 
accident-health business written this 
year is expected. The figures for the 
first seven months indicate that the 
premium income is running about the 
same as in 1933, with perhaps a very 
slight increase. 

In industrial accident and health in- 
surance, however, the companies are re- 
porting large increases, which appear 
rather general throughout the country 
and quite steady throughout the year, 
leading to the belief that business condi- 
tions are continuing to improve. 





Pushing Accident-Health 


The Life & Casualty of Nashville, 
which has been centering its attention 
primarily on life insurance for some time, 
is now making more of a drive for health 
and accident business than for some time 
past and is urging its agents to increase 
their volume along this line. The com- 
pany has 851 health and accident debits 
and reports that the sick claim ratio on 
these debits, as a whole, has been very 
favorable this year. It is pushing espe- 
cially its industrial travel and pedestrian 
policy. 

Most of the southern industrial com- 
panies were built up originally on health 


REBUILD 
BROKEN 
ESTATES 


Notwithstanding differences of 
opinion as to the means, recovery 
is being accomplished. Purchases 
of new life insurance are on the 
increase—an almost never-failing 
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barometer of conditions. 


Estates that have been swept away or badly wrecked 
during the four financially clouded years are being rebuilt— 
largely with life insurance. Life insurance men and women 
have but to point the way in many cases to become, them- 
selves, instruments of recovery. 









Life insurance for protection, for retirement income, for 
any other purpose for which it is used, is available through 
Pan-American representatives. Their service is complete— 
from rebuilding broken estates to building entirely new 
ones. Group, wholesale and salary deposit insurance, with a 
full line of annuities, round out this company's service. 


For Agency Information Address 


THEODORE M. SIMMONS 
Manager United States Agencies 





















PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U.S.A. 


CRAWFORD H.ELLIS, President EDWARD G. SIMMONS, Vice Pres. & Gen. Mér. 
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Policies for 
Children ........ 


The ‘Open Sesame’’ to the 
homes of the best prospects 


Agents offering the new Security Mutual Juvenile 20 
Year Endowment and 20 Pay Endowment at 64 are un- 
covering not only immediate sales on children, but adult 
clients as well. 

Cash and Loan Values and Dividends make Security Mu- 
tual Juveniles of unusual interest to insurance minded 
people and the Payor Benefit clause is especially appeal- 


ing. 


Ask any General Agent or 
write for literature and rates. 


Security Mutual Life 
Insurance Company 


BINGHAMTON, N.Y. 
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and accident business but the unfavor- 
able claim ratio on that business in re- 
cent years has caused them to turn away 
from it more and more. 


Surveys A. & H. Operations 


K. S. Kirkby, field representative of 
the accident department of the Con- 
necticut General Life, was in Cincinnati 
last week. From there he visited the 
offices in Dayton and_ Indianapolis. 
There has been an increase of 15 per- 
cent in the number of accident policies 
sold by the company so far this year 
and the total premium volume is up 7 
percent. The men are selling a good 














number of the accident policies that do 
not have the partial disability or double 
indemnity provision. Such contracts 
seem to fill the need as expressed by 
the increased amount of business and 
there has been no special effort to sell 
that type of contract. 


Analyzes Home Accidents 


The Aetna Life finds that in the 12 
years from 1922-33 it has paid 28,314 
claims under personal accident policies 
for home accidents alone. The total 
number of personal accident claims paid 
during the period was 147,063. About 
41 percent of the home accidents are 





Assistance in the Field 


POSE BARRY DIETZ 
President 


431 South Dearborn Street 


Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Liberal First Year Commission and Non-forfeitable 
Renewal Commissions 





GLOBE LIFE INSURANCE Co. 
OF ILLINOIS 


An Old Line Legal Reserve Company—Established 1895 


39 Years of Continuous Faithful Service 
to Policyholders 





Writing Complete Line of Modern Policies with 
All Standard Provisions 
Ages (0-60) 


Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 


 Warre Us Topay ror Parricutars 


Home Office Co-operation 


WM. J. ALEXANDER 
Secretary 


Chicago, Ilinois 








SERENITY 





Inc. 1871 
Bradford H. 
alker 
President 


William Hazlitt, English essayist, told of a sundial, near 
Venice, which bore the motto “I count only the hours that 
are serene.” “There is,” he wrote, “a softmess and a har- 
mony in the words and in the thought unparalleled.” 


The incident reminds one that the man who has pro- 
tected himself and his own through life insurance is privi- 
leged to count many hours that are serene. 


The Life Insurance Company 
of Virginia 
RICHMOND, VIRGINIA 
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INDUSTRIAL—INTERMEDIATE 
The Colonial Life Insurance Company 


OF AMERICA 
HOME OFFICE—JERSEY CITY, NEW JERSEY 
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**A Good Company To Represent 
—Represent a Good Company’”’ 
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Group 


CONNECTICUT e 








1333 Majestic Bldg. 





Over Forty Years of Faithful Service 
T. F. NORRIS CO. 
REALTORS 


Specializing in Property Management 
DETROIT 


Cadillac 4925 











due to falls. About 14 percent are cuts, 
9 percent collisions with persons or ob- 
jects, 5 percent of the claimants were 
struck by falling objects and 4 percent 
were injured by burns. 

The conclusion is that most accidents 
are due to human carelessness. Only 
an insignificant number can be attributed 
to such causes as explosions, fire in 
burning buildings, lightning and _ elec- 
tricity where the individual has little or 
no control over his welfare. About one- 
third of the falls were on stairs or steps, 
about one-sixth on rugs or slippery 
floors and one-ninth on walks or uneven 
ground. 


Midland Casualty Licensed 


The Midland Casualty of Omaha, a 
mutual, has been licensed in Nebraska. 
It was incorporated by Paul Havens, 
formerly secretary of the Equity Life 
of Omaha, absorbed by the Service Life, 
and C. S. Nelson, who has been a spe- 








cial agent in Omaha for several com- 
panies. It is planned to write only 
health and accident for the present. 





Writes Hospitalization Cover 
The Great National Life of Dallas 


now is writing hospitalization coverage, 
it became known with announcement of 
appointment of the Motter Insurance 
Agency of that city as Texas general 
agent to write this insurance. Alan 
Motter of the agency made the an- 
nouncement. 


Life Indemnity Still Available 


A statement was recently published 
that the Massachusetts Indemnity had 
ceased writing life indemnity for sick- 
ness. The company states that while 
concentrating on development of meas- 
ured or specified amounts of disability 
insurance, it still has the life indemnity 








feature available. 








LIFE AGENCY CHANGES 





Goes to Columbian National 





W. S. Vogel Made New Jersey General 
Agent—Formerly With Atlantic 
Life in That State 





William S. Vogel has been appointed 
general agent in New Jersey for the 
Columbian National Life with headquar- 
ters in Newark. 

He succeeds the Harmelin & Gibson 
agency of Newark, which represented 
the Columbian National for several 
years. He has been in the life insur- 
ance field for a number of years and 
previous to his new appointment was 
general agent in New Jersey for the At- 
lantic Life. 

Mr. Vogel plans building a_ large 
agency plant in his new connection and 
will make an intensive drive for new 
business for the remaining months of 
the year. He was given a testimonial 
dinner by his friends in Newark this 
week in honor of his new appointment. 


Metheny Pittsburgh Manager 


C. B. Metheny has been appointed 
manager for the Fidelity Mutual Life in 
Pittsburgh and vicinity, with office at 
1212 Grant building. 

He entered life insurance in 1919 on 
leaving the army, with the Equitable of 
Iowa, and became a district supervisor 
in Pittsburgh under General Agent H. 
S. Sutphen in 1924. 

He has always been a consistent pro- 
ducer and active in the Pittsburgh Life 
Underwriters Association, of which he is 
now a director. 





W. J. Gilmartin 


W. J. Gilmartin has completed ar- 
rangements physically to consolidate the 
16-16 Walnut street ordinary agency of 
the Prudential in Philadelphia and the 
Quaker City agency, which was under 
the management of the late W. W. 
Roper. The combined office will be in an 
enlarged suite in the 16-16 Walnut street 
building. Mr. Gilmartin is now a direct 
reporting manager for the Prudential. 
He has been connected with the Pru- 
dential for five years and before that for 
12 years he was connected with the 
Aetna Life. 





Guy A. and Sneade Collard 


Guy A. Collard, state manager for the 
Maccabees in Colorado and Utah, has 
been transferred to California, with of- 
fice in Los Angeles, and is succeeded 
in Colorado and Utah by his son, Sneade 
Collard. 


William F. Jenkins 


William F. Jenkins has resigned as 
general agent in Chicago for the Home 








Life of New York and has become re- 





associated with the Massachusetts Mu- 
tual in the Bokum & Dingle agency in 
Chicago. Before going to Chicago as 
general agent of the Home Life, Mr. 
Jenkins was connected with the Massa- 
chusetts Mutual in Detroit. The Chicago 
office of the Home Life is temporarily 
being supervised by E. G. Edgar, agency 
assistant from the head office. 


Home State Enters Texas 


The Home State Life of Oklahoma 
City has been licensed in Texas, and 
opened a branch office in the Tower 
Petroleum building in Dallas with W. 
M. King, formerly superintendent in 
Oklahoma City, in charge. 

A. W. Guthrie, formerly superintend- 
ent of the Tulsa office, is now in charge 
of the Oklahoma city district. H. C. 
Cook, formerly assistant superintend- 
ent in Tulsa, has been promoted to 
superintendent there and S. M. McMur- 
ray of the Oklahoma City staff has been 
promoted to special assistant superin- 
tendent. 

N. V. Langston, for several years an 
inspector, has been promoted to agency 





Named Superintendent of 
Agencies in Greater N. Y. 














MAX J. HANCEL 


Max J. Hancel has been appointed su- 
perintendent of agencies for greater New 
York to aid in further developing bus! 
ness of the Continental American. He 
will continue to cooperate with Mr. 
Lauer in handling the branch at 120 
Broadway. Mr. Hancel established the 
company’s first branch in New Yor 


City. 
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supervisor, and B. B. Perry, formerly 
of Long Beach, Cal., is agency instruc- 
tor in Dallas. 

Assistant A. Turner of Oklahoma 
City has been transferred to Dallas and 

C. H. Burke, D. W. Onstott, R. S. Bar- 
- and F. D. Butler have been pro- 
moted to assistant superintendencies. 


D. A. Taylor 


The Occidental Life of Los Angeles 
has appointed D. A. Taylor agency or- 





He started as an 
agent of the National Life, U. S. A., 
in 1931 under H. D. Ladley, who in 
June, 1933, contracted with the Occiden- 


ganizer at Seattle. 


tal Life, with which Mr. Taylor con- 


tinued. 





L. M. Huppeler has been named dis- 
trict manager at Middletown, N. Y., and 
F. J. Wynkoop, district manager at 
Amsterdam for the W. L. Boyce agency 
of the Equitable Life of New York at 
Syracuse, 











AS SEEN FROM NEW YORK 


By R. B. 





BLEETSTEIN IN LEAD AGAIN 


In writing over $1,000,000 paid for 
business in July, the A. Bleetstein 
agency of the Equitable Life in New 
York City attained third place in point 
of production among all agencies of the 
society throughout the country, and re- 
gained its former position as leader 
among the Equitable’s 11 branches in 
the metropolitan district. Not only is 
the agency ahead of its entire business 
production for 1933, but its premiums 
increased 71 percent. 

a ae 
WINS INSTITUTE PRIZE 


J. S. Carroll of the Metropolitan Life 
was awarded a $25 prize from the Amer- 
ican Institute of America as the student 
securing the highest examination aver- 
age in the life branch. 

* OK OK 
LADUE IN NEW CONNECTION 


F, W. Ladue, newly appointed general 
agent in New York City for the Colum- 
bian National Life of Boston, has es- 
tablished his office at 233 Broadway. 

A graduate of Colgate University in 
1912, Mr. Ladue received his training 
with the Travelers, Sales Research Bu- 
reau managers’ course, and the New 
York University training course as well 
as the Chartered Life Underwriters 
course which he took in 1933-34. He 
joined the Travelers in 1919, first at the 
home office, later being assigned to New 


MITCHELL 


York City. From then until 1927 he 
received special assignments to Georgia, 
western New York, and eastern Massa- 
chusetts. In 1927, he joined the Brook- 
lyn National Life as superintendent of 
agencies and in 1929 was promoted to 
the vice-presidency of that company. 

When the Bragg agency of the Guar- 
dian Life was established in 1933, Mr. 
Ladue was appointed its assistant man- 
ager, where he stayed until he assumed 
his present connection with the Colum- 
bian National. 





* * * 
BEATRICE JONES NOW C. L. U. 


Among a a successfully qualifying 
for the C. U. designation is Miss 
Beatrice ee unit manager in the De- 
witt agency of the Equitable Life of 
New York. She is the only woman 
member of the Equitable in New York 
City to earn this distinction. 

In 1920 Miss Jones went to New 
York from Enid, Okla. She was em- 
ployed by the Standard Oil Co., of New 
Jersey and was made responsible for the 
personnel management of women. She 
became versed in employe-management 
problems and their solution. 

Seeking greater opportunity, in 1928 
she became a member of the field force 
of the Equitable and in 1932 was ap- 
pointed asistant agency manager of the 
Devitt agency. Her unit today, com- 
posed entirely of women, is most suc- 
cessful. 








Reports on Survey Made of 
College Retirement Plans 





An outline of retirement and pension 
plans in force in American and Cana- 
dian universities and colleges, entitled 
“Retirement Plans for College Facul- 
ties,” has been published by the Teach- 
ers Insurance & Annuity Association, 
compiled by R. B. Robbins, secretary 
of the association. The outline is based 
on a questionnaire sent to 583 institu- 
tions. He reports less than 150 insti- 
tutions have any retirement plan and 
some prominent colleges have plans not 
actuarially sound. Many merely lump 
retirement funds with monies designed 
for other purposes. 

Plans in effect in some 25 colleges 
are detailed. Mr. Robbins concludes 
with a general discussion of the ad- 
Ministration of these plans, outlining 
fundamental principle behind their 
Proper operation, and illustrates the 
weaknesses of many now in effect. 
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Central of Iowa Will Hold 
Series of District Meetings 


A series of district meetings that will 
include all agencies of the Central Life 
of Des Moines, Ia., has been announced 
by John H. Leaver, vice-president and 
superintendent of agents. 

In addition to Mr. Leaver, George N. 
Ayres, president of the Central Life; 
George T. Carlin, educational director, 
and W. F. Poorman, vice-president and 
actuary, will represent the home office 
at these meetings. 


Production Sets Record 


Production during the first six months 
set a record for the company, Mr. Lea- 
ver said. The district meetings at which 
plans will be outlined for activities dur- 
ing the fall and winter months are as 


follows: 

Willmar, Minn., Aug. 17: M. A. Reep, 
chairman. 

Omaha, Aug. 22: H. E. Hansen, 
chairman. 


Wichita, Kan., Aug. 24: H. L. Gil- 
haus, chairman. 

Waterloo, Ia., Aug. 27: W. D. Moore, 
chairman 

Decatur, Ill., Aug. 28: R. C. Varner, 


chairman. 
C. H. Burnett, 


Chicago, Aug. 29: 
chairman. 

Grand Rapids, Mich., Aug. 30: B. B. 
Henkel, chairman. 
Madison, Wis., Aug. 31: A. C. Larson, 
chairman. 
Seattle, Sept. 11-12: I. L. Riggs, chair- 
man. 
Another district meeting will be held 
at Canton, O., under chairmanship of 
R. Z. Staudt, at a date to be announced 
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J. M. WADDELL 
Agency Manager 


PILOT LIFE 


INSURANCE COMPANY 
Greensboro, North Carolina 








TO PROTECTION SINCE 1905 


PILOT LIFE reaches the 
mid-year 1934 with a 


GAIN in Insurance in Force 
GAIN in Assets 
GAIN in Surplus 


Stirring tribute, this, to 
the Pilot's growing field 
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THE ONLY ILLINOIS MUTUAL FULL LEVEL 
PREMIUM RESERVES COMPANY AND ONE OF 
24 SUCH COMPANIES IN THE UNITED STATES. 


What desirable general agency openings in a purely 


mutual full level premium reserves company are avail- 


able? Twenty years ago there were many and those 
who saw and acted, are the envied ones of today. 


Operates in the East as well as the West: 


Maine 

New Hampshire 
Vermont 
Massachusetts 
Rhode Island 
Connecticut 


New Jersey Minnesota 
Ohio North Dakota 
Michigan South Dakota 
Wisconsin California 
Illinois Washington 
lowa Oregon 
Nebraska 


MEN WHO BELIEVE THEY HAVE GENERAL AGENCY 
QUALIFICATIONS MAY OBTAIN FULL PARTICULARS 
BY ADDRESSING THE AGENCY DEPARTMENT. 
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Court Approves Receiver’s 
Peoria Life Recommendation 





(CONTINUED FROM PAGE 1) 


1948, profits will go to the Life & Cas- 
ualty, regardless of the discharge of the 
lien. The lien is waived on all death 
claims occurring prior to Jan. 1, 1944. 
Death claims due and unpaid on Nov. 
15, 1933, will be paid for within 120 
days. Liability under supplementary con- 
tracts in force Nov. 15, 1933, arising from 
death claims will be paid in full. 

No interest will be allowed on funds 
on deposit after the date of receiver- 
ship. Amounts withdrawable may be paid 
in 30 equal monthly instalments at op- 
tion of the company. The amount of 
endowments matured and unpaid on 
November 15 will be reduced to 50 per- 
cent payable within 120 days from the 
effective date. Subsequent reductions in 
the lien will be paid in cash. 

Payments under supplementary con- 
tracts in force Nov. 15 arising from en- 





dowments will be reduced to 50 percent. 
On endowments maturing after Nov. 15, 
the lien and accrued interest will be de- 
ducted on maturity. On policies in force 
as fractional paidups on Nov. 15, the 
amount will be reduced to 50 percent, 
not subject to lien or further adjustment. 


Extended Insurance Reduced 


The amount of policies in force as ex- 
tended insurance on Nov. 15 will be re- 
duced to 50 percent not subject to lien 
or further adjustment. Waiver of pre- 
mium disability claims incurred prior to 
Nov. 15 will be allowed in full and that 
coverage will be continued in full here- 
after. Income disability claims incurred 
prior to Nov. 15 will be reduced 50 per- 
cent while in the future the benefit and 
the premium therefor will be discon- 
tinued. Liens apply to payments under 
annuities in benefit on Nov. 15. There 
will be no reduction in annuity payments. 
When the lien and the interest equal the 
reserve, the annuity terminates but pay- 
ments are to be made thereafter in con- 
nection with lien adjustments. Deferred 
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Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
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MILES M. DAWSON & SON 
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Established 1865 by David Parks Fackler 
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Consulting Actuary 
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annuities in force on Nov. 15 are subject 
to lien and to subsequent adjustment. 

Liability under dividends left to ac- 
cumulate on deposit Nov. 15 will be re- 
duced to 50 percent. There is a mora- 
torium on cash and loan values for five 
years, but the period may be extended 
with the consent of the insurance direc- 
tor. Loans may be made to pay pre- 
mium. Premiums on participating poli- 
cies will be reduced immediately to a 
non-participating basis. The Life & Cas- 
ualty may pay agent renewals not ex- 
ceeding 734 percent for the period pro- 
vided in the Peoria Life contract, but 
not exceeding nine years on business 
written by him and nine renewals of 5 
percent for conserving business not writ- 
ten by him. Exchanged policies will be 
considered Peoria Life policies. Commis- 
sions will be limited to first year com- 
missions of 15 percent and renewals at 
rates provided for Peoria Life business. 

The charges to reinsurance business 
for expenses will be the amount of the 
actual taxes and agents’ commissions 
paid; the actual direct investment ex- 
penses paid in connection with manage- 
ment of Peoria Life assets and pro rata 
share of indirect investment expenses on 
basis of mean assets. There will be an 
allowance for administration expenses of 
$1 per thousand per year of extended in- 
surance, group insurance and yearly re- 
newable term reinsurance and $2 per 
year per thousand of other insurance. 

The assets of the Peoria Life will be 
administered by the Life & Casualty as 
a separate fund. There will be no sale 
at prices less than the last appraised 
value without the consent of two 
trustees. 

The Life & Casualty will credit to the 
Peoria Life fund 75 percent of the net 
profits from all sources less dividends 
paid on capital stock until the liens are 
completely discharged. 


Lawyers’ Probe Is Explained 





Cuyahoga Bar Association Seeks to 
Prevent Companies From Taking 
Cases to Federal Court 





CLEVELAND, Aug. 16.—According 
to J. L. Stern, president of the Cuyahoga 
County Bar Association, which is making 
an investigation of insurance activities 
in Ohio, many companies evade Ohio’s 
protective measures by taking their liti- 
gation to federal court. Such cases can 
be transferred if the claim is over $3,000 
and a majority of foreign companies take 
advantage to keep them out of state 
courts, he states. 

Mr. Stern cites law No. 9563 of the 
general statutes of Ohio making the so- 
licitor a direct agent of the company: 
“A person who solicits insurance and 
procures the application therefor, shall 
be held to be the agent of the party, 
company or association, thereafter issu- 
ing a policy upon such application or a 
renewal thereof, anything in the appli- 
cation or policy to the contrary notwith- 
standing.” Such a law recognizes the 
representations and promises of the so- 
licitor as binding but federal courts over- 
look state rulings of this kind and are 
concerned only with the written policy 
itself, Mr. Stern asserts. 


Evading the Laws 


Thus, he argues, companies taking liti- 
gation out of the jurisdiction of the state 
evade the laws which they agreed to up- 
hold when they took out a license to 
operate in the state. 

Mr. Stern advocates all companies in- 
cluding as standard provision in their 
policies agreement to abide by the laws 
of the state in which the policies are 
issued, no matter into what court the 
litigation is taken. 

“The Cuyahoga County Bar Associa- 
tion feels that it owes the public a 
real constructive service and the public 
needs guidance in the matter of insur- 
ance under existing conditions,” says Mr. 
Stern. “Evasion through federal court is 
but one of many evils. Insurance com- 
panies have poisoned the very minds of 








Differ on Long or 
Short Term Bonds 


(CONTINUED FROM PAGE 1) 


Stable course even though it means a 
fairly slow climb in the interest rate 
level. 

The present financial situation is de. 
scribed as uncertain but not alarming, 
It is uncertain only in the sense that no 
one knows exactly what policy the goy. 
ernment will pursue, and with the goy. 
ernment playing so large a part in the 
country’s financial picture, the effect of 
decisions at Washington can have q 
very far-reaching effect. 

Much depends on the human element, 
as opposed to general trends which jn 
normal times can be predicted almost 
with the certainty of natural forces, 
There is confidence that the government 
will do nothing actually harmful and 
that the general financial situation does 
not now and should not later call for 
action by the government so drastic as 
to be really alarming. 





Cameron & Chambreau Start 
Insurance Bulletin Series 





Cameron & Chambreau, consulting ac- 
tuaries and tax consultants of Chicago 
and Washington, D. C., have initiated a 
bulletin service. This will be devoted to 
observations and advice on current life 
insurance problems. 

In their first bulletin, Cameron & 
Chambreau express the belief that in- 
terest rates will be rather low for some 
years to come and that the life com- 
panies should prepare for such a circum- 
stance. Mortality, they feel, is likely to 
be somewhat higher than during the 10- 
year period ending in 1930 and expenses, 
especially taxes, will be a greater burden. 

In view of these probabilities, they 
state the companies should set their 
houses in order, repair the damages 
caused by the storm of the depression 
and prepare for the future. 

They express the belief that because 
of these factors, there is danger that the 
non-participating rates are now too low. 
Several large companies, they recall, 
have increased their rates while others 
of all sizes are doing so or are consider- 
ing such a change. Each company, they 
state, should set up a model company 
cn a reasonable basis of interest, mor- 
tality, expenses, etc., and show what 
should happen over a given period under 
the conditions assumed. 

Until four or five years ago, they state, 
it seemed that almost any life company 
that was fairly well managed could 
make money for stockholders or policy: 
holders after having been established 
seven to ten years. The prospects for 
the new company today should be good, 
if attention is paid to the governing fea- 
tures. Reasonable rates should be 
adopted and skilled management and 
advice are essential. 








the people by treating them as dishonest, 
whereas the average person is not dis- 
honest. If companies would be sincere 
and classify the insured on their merits, 
they would not make the honest person 
carry the dishonest. Why don’t they 
weed out the so-called dishonest claims? 
Because of the depression, many com- 
panies in the accident and casualty field 
tie up the insured through technicalities 
and get them to take much less than they 
have coming.” 





Revises Aviation Rates 


The National Aid Life of Oklahoma City 
has revised its rates for professional 
aviators. Policies are issued on the al 
nual renewable term basis and are avail- 
able for regularly licensed pilots, ground 
men and any one connected with aviatior. 

Premium payments, which may be madé 
monthly, semi-annually or annually, will 
be handled direct from the home office 
with no branch offices nor collectios 
agencies. 
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ALES IDEAS AND SUGGESTIONS 








Young Woman in Small Town in 
Pennsylvania, Working on Cold 
Canvass Plan, Premier Producer 


Caroline E. Owens, who is just 24 
years old and who will celebrate her 
third anniversary in life insurance next 
month, uses no literature, makes no 
telephone calls, doesn’t write letters ex- 
cept to acknowledge interviews or the 
acceptance of the prospect by the com- 
pany, writes almost every person she 
calls on and closes them all on the first 
interview. And for the first two years 
she used nothing but cold canvass. 

Furthermore, for the past two years 
she has had a consecutive weekly pro- 
duction averaging three cases a week. 
She runs from three to five cases a week. 
And she did it all in small towns. 

Miss Owens does her writing through- 
out the southern end of Chester county, 
Pa, the towns including Coatesville, 
Downingtown, West Chester, Oxford, 
Avondale, West Grove and _ nearby 
small towns. 

Last year she was the second biggest 
producer in the women’s agency of the 
Penn Mutual Life in Philadelphia. 

But she works ten hours a day. She 
also works nights and she has given up 
some of her social life to make a suc- 
cess as a life insurance producer. 

She writes business and professional 
women almost exclusively, calling on 
men only when she is asked to do so. 


Specializes in 30-year 
Endowments for Women 


She specializes in 30-year endowments 
for younger women and in endowment 
incomes for older women. Asked why 
she used the 30-year endowment, she re- 
marked that her average prospect is a 
young woman and age 60 seems very 
far away. In addition, they can take ad- 
vantage of the various options in the pol- 
icy. Furthermore, she said,. the options 
appeal to young women. In addition, 
the women in their early 20s want their 
money when they are 50. 

Her sales talk, she said, is based on 
the angle of having a life income when 
the earning age comes to a standstill— 
on “when they reach mother’s age, have 
they any guaranty that they will have 
someone to take care of them.” 

Miss Owens lives in the small town 
ot Parksburg, Pa. She has lived there 
all her life. She also works there. And 
cold canvass in a small town—although 
she does write business outside of her 
home town—is somewhat different. For 
everyone knows everybody else and it is 
easy to secure information. 

Miss Owens is known as the human 








question-mark to her friends. If she 
sees someone she does not know in a res- 
taurant, at the theater, at a tea or at a 
party, she immediately wants to know 
who it is, what she does and her age. 
That person then becomes a prospect. 

She reads her county paper religiously. 
It is, she remarks, her bread and but- 
ter. 

She has written telephone operators, 
stenographers, secretaries, school teach- 
ers, nurses, matrons in homes, welfare 
workers, Y. W. C. A. workers, and 
young farmers. 

She breaks down early sales resist- 
ance by immediately tying herself up 
with her home town, asking the pros- 
pect whether she didn’t have a cousin 
who was a dentist, or lawyer, or doctor, 
or whatever the case may be in Parks- 
burg. 


Possibilities of Cold 
Canvass in Small Town 


She cited a recent experience to show 
the possibilities of cold canvass in a 
small town. Lancaster county, Pa., is 
mainly populated by Mennonites, who 
have been taught not to believe :n life 
insurance. She sold a Mennonite girl 
a 30-year endowment. The purchaser 
was a school teacher and she remarked 
to Miss Owens that her father did not 
carry any life insurance. She also had 
a brother who was just starting college. 

Miss Owens visited the father. She 
wrote him a policy on the son to assure 
his education. The son left college and 
secured a position as a teacher. He 
wrote Miss Owens, telling her that he 
wanted to increase his life insurance and 
asked her to call. 


Tells Why Young Man 
Wants So Much Insurance 


She did. The father wanted to know 
why the young man wanted so much in- 
surance. 

“Do you really want me to tell you?” 
asked Miss Owens. The father insist- 
ing, Miss Owens then went on: “You 
and your wife have done a lot for Rob- 
ert. He appreciates it and he wants to 
create a savings account so that if any- 
thing happens to him, you, his father, 
and your wife, his mother, will be pro- 
vided for.” 

“Do you mean to tell me?” asked the 
father, “that my son wants to save his 
money to protect my wife? Haven’t I 
done that for years?” 

“Yes, but have you made any provi- 





sions for your wife after you are gone? 
If you stepped out of the picture to- 
night, would you know that she would 
have a sufficient income to live on?” 

The father had to answer “no.” He 
was 48 and before Miss Owens left that 
night she had written him a complete 
program. The following week, she 
wrote the son a larger policy. 


Stresses Income Feature 
in Her Sales Talk 


She was asked what are the main 
objections she receives. Here they are: 
I am not interested in old age. I don’t 
care how I’m buried. I can’t afford it. 
I can’t save money. 

In her sales talks, Miss Owens 
stresses the income feature. She doesn’t 
mention death or death benefits unless 
she is asked about them. 

When she walks in to see a prospect 
and the prospect informs her that she 
isn’t interested in life insurance, Miss 
Owens immediately takes the sails out 
of her resistance by smiling and agree- 
ing with her. 

“IT don’t want to talk to you about 
life insurance as you and I understand 
it,’ she says. Then she asks if the pros- 
pect doesn’t have time for an interview. 

“T am being perfectly. fair with you,” 
goes on Miss Owens, “when I say that 
I don’t want to talk about life insurance 
but I do want to talk to you about 
something of vital interest to both of us 


—and that’s none other than income. 

You are interested in income, aren’t 
o” 

you: 


Asks if Prospect Is 
Working for Love of It 


If the prospect replies in the negative, 
Miss Owens remarks: 

“No? Then why are you working? 
Do you come into this office day after 
day, going out in all kinds of weather 
for the love of the thing or do you work 
because you enjoy being independent?” 

Where the prospect says that she will 
have an income, Miss Owens asks if her 
parents are living. If they are, she says: 
“Have they taken care of you and pro- 
vided for you for eighteen or nineteen 
years? Did they educate you? Even 
now they do little things for you, isn’t 
that true? Wouldn’t you like to know 
that through your own efforts you had 
created a savings account, if anything 
happened to you that you had left a 
little something for your mother and 
father?’ 

Her prospects usually agree. 


Isaacson Gets C. L. U. Degree 


In the list of those receiving the Char- 
tered Life Underwriters degree the 
name of L. A. Isaacson, Los Angeles, 
leading agent of the Northwestern Na- 
tional Life, should have been included. 








Responsibility Is Spur to 
Low Producing Agents 











KANSAS CITY, MO., Aug. 16— 
That low producers in an agency may 
not be altogether to blame for the mea- 
gerness of their production was brought 
out in a very interesting manner in July 
in the district agencies of the A. M. 
Embry agency of the Equitable Life oi 
New York. 

During the month various district 
managers conducted campaigns. Re- 
sponsibility for them was placed in the 
hands of agents who normally are not 
the highest producers in the various dis- 
trict units. The big producers were 
away during the month on vacations in 
New York celebrating the Equitable’s 
75th anniversary, or in the background. 
The stage belonged to the low pro- 
ducers. 


Practically All Agents Produce 


It is true of the Equitable agencies as 
well as of most, that about one-third of 
the agents produce about two-thirds of 
the business. Of the other two-thirds 
of the Equitable agents in the Embry 
agency, about one-third produced four 
times as much in July as they normally 
do, and the remainder produced twice 
as much. Practically all agents pro- 
duced. One agent, who had been 
about ready to leave the business be- 
cause of poor results, produced six ap- 
plications for approximately $30,000. 
Another, very enthusiastic about his pro- 
duction, said afterward that he had 
worked only a little harder than usual 
to produce immensely better’results, but 
pointed out that he could and was going 
to work very much harder. All the 
agents who participated in the cam- 
paigns in the various districts are very 
much encouraged, and there is a new 
feeling in the districts. 

The experience, H. C. Booker, assist- 
ant to Manager Embry, points out, 
proves conclusively that if low producers 
are given the responsibility and put out 
in the foreground, they will produce 
business. They won’t do it for money 
alone. Production in July was very sat- 
isfactory, Mr. Booker said, but the most 
noticeable improvement was in the num- 
ber of cases. 


John Jasper Is Married 


John Jasper, former editor of the “In- 
surance Field’ of Louisville, who re- 
cently became advertising manager for 
the Brown Forman Distillery, Louisville, 
was married to Mrs. Lucille Donoghoe 
Dant, daughter of Mrs. Charles R. Tur- 
ner, of Louisville. The Jaspers will live 
at 2208 Lauderdale road. _ 
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Eric Wilson’s Book Found 
Best Seller With Agents 


L. H. Martin, head of the book de- 
partment of THE- NATIONAL UNDER- 
WRITER, says that the new work, “There 
Are No Strangers,” by Eric Wilson is 
one of the best sellers among life in- 
surance men. Mr. Wilson started in 
from scratch in 1930 in New York 
City and paid for $1,500,000 on 300 lives 
during four depression years. He was 
born in New Zealand. He was once a 
professional athlete, a vaudeville actor. 
farmer and pursued other activities. He 
bought a $5,000 ordinary life policy 
shortly before his marriage and it awak- 
ened him to the realization of the value 
of life insurance. Mr. Wilson was asso- 
ciated with Ralph Engelsman, the well 
known New York City life insurance 
man, who says, “A book by Mr. Wilson 
should mean a lot to life men. Every- 
thing he says is exactly as is. He has 
kept his positive mental attitude against 
the so-called handicaps. He has ab- 
solute faith in his own ability.” 

Mr. Martin calls attention to the fact 
that the way Mr. Wilson mastered ob- 
stacles, the presentation of his meth- 
ods, stories about his rebuffs and dis- 
appointments, all make valuable as well 
as interesting reading to men in the 
business. Mr. Wilson had to make his 
own way. First he learned the habit of 
work, then the intelligent use of time 
from which he developed the mental at- 
titude that unquestionably went a long 
way toward making him successful. The 
book is from THE NATIONAL UNDER- 
WRITER press and sells for $1.50. 











West Virginia Book Out 

The new Underwriters Handbook of 
West Virginia comes from the press of 
THE NATIONAL UNDERWRITER, it being 
the biennial edition for this important 
state. It is an insurance compilation 
for West Virginia with complete in- 
formation as to agencies, companies, 
field men, general agents, statistics, ad- 
justers, attorneys, organizations, laws 
of the state and so on. Every town is 
listed with the names of its agents and 
the companies represented. West Vir- 
ginia has taken a prominent place in in- 
surance and the reference book is an 
important compendium of information 
on the state insurance-wise. 


Lincoln National Group Plan 
At its western group meeting at Colo- 
rado Springs, the Lincoln National an- 
nounced that every full time agent in its 
employ would receive without cost a 
group policy from $1,000 to $5,000. 


Publie Notice 


Notice is hereby given that on Tues- 
day, the 7th day of August, 1934, an 
order was entered by the Superior. 
Court of Cook County, Illinois, in the 
cause entitled “PEOPLE et al., vs. 
STATE LIFE OF ILLINOIS,” in Chan- 
cery No. 587608, which provided, among 
other things, that H. B. HERSHEY, as 
Receiver of STATE LIFE OF ILLI- 
NOIS, a corporation, proceed forthwith 
to solicit formal written proposals in 
the form of contracts for the reinsur- 
ance, rehabilitation or reorganization 
of said STATE LIFE OF ILLINOIS, a 
corporation, and that all such proposals 
submitted shall be filed with the Re- 
ceiver at his office Room A-1640, 175 
West Jackson Boulevard, Chicago, Illi- 
nois, on or before 10 o’clock A. M., 
Saturday, August 25th A. D. 1934. 





H. B. HERSHEY, 


Receiver of State Life of Illinois, a 
corporation. 





Progress Made by Illinois 
Chamber in Insurance Job 





The insurance division of the Illinois 
Chamber of Commerce, in a bulletin to 
members advises that progress has been 
made in the program undertaken by the 
division earlier in the year. Newspapers 
of the state have agreed to cooperate in 
guarding against advertising of unli- 
censed and irresponsible insurance com- 
panies and editorially have warned 
against being lured by cheap rates. The 
local chambers of commerce have util- 
ized the program of the Illinois cham- 
ber to organize local insurance com- 
mittees and to provide information on 
insurance investments. Unbridled sol- 
icitation of Illinois citizens by unlicensed 
and irresponsible companies has de- 
creased. 

The headquarters of the insurance di- 
vision has received an increasing num- 
ber of requests for information on in- 
surance companies. The division has a 
file listing some 70 companies which are 
not regarded as responsible. 

The insurance division has realized 
that the present insurance code is not 
sufficient to check the operations of 
many irresponsible companies and that 
therefore the program of the Illinois 
Chamber can serve to protect the public 
greatly. 

The Illinois chamber was among the 
first to advocate divorcement of the in- 
surance department from the depart- 
ment of trade and commerce and that 
has now been accomplished. The objec- 
tive is to help make Illinois rank as the 
leading state in the matter of insurance. 
H. A. Behrens, president of the Conti- 
nental Assurance and Continental Cas- 
ualty, is chairman of the insurance di- 
vision and the program was conceived 
largely by him. 


Study Policy Loan Situation 


A study of the policy loan situation 
has been made by the Sales Research 
Bureau, including prevention, routine of 
making the loans, repayment and rec- 
ord keeping. Most companies impress 
on the policyholders at the time the 
loan is made the advisability of repay- 
ment. Some times loan reduction re- 
quests are attached to dividend notices, 
and in some companies special cam- 
paigns for loan repayments are held. 
It is suggested that loans may be dis- 
couraged by requiring the signature of 
the beneficiary or that the signature on 
the loan agreement be acknowledged be- 
fore a notary. The companies may also 
discourage loans by requiring that the 
policy be deposited at the home office 
until the loan is repaid. In general, 
companies are trying to educate both 
policyholders and agents to the attitude 
that the loan privilege is one which 
should be used only in case of emer- 
gency and loan repayment is important 
because it is in effect repaying money 
which has been borrowed from the bene- 
ficiary. 


Short Addresses Dallas Managers 


Bob Short, head of the Dallas office 
of the Southland Life, addressed the in- 
surance managers of that city Monday 
on the problems of getting the new 
agent into production and the training 
of new men. 


Cc. L. U. 


R. T. Sherwood, general agent Phoe- 
nix Mutual Life, has been named presi- 
dent of the Portland C. L. U. chapter 
and W. F. Krumbein, Mutual Benefit 
Life, secretary-treasurer. 

* * * 


Dr. S. S. Huebner will address the 
Los Angeles C. L. U. chapter Aug. 18. 
Officers will be elected at that meeting. 
The nominating committee’s recommen- 
dations are: For president, Aubrey Da- 
vis, Provident Mutual; vice-president, 














Alvin Kingsbacher, California-Wester, 
States Life; secretary-treasurer, Floyd 
Forker, Pacific Mutual; directors: 
logg Van Winkle, Equitable of Ney 
York; H. W. Dougher, John Hancock 
Mutual; W. E. Hays, New England My. 
tual, and H. B. McElrath, Aetna Life. 


Canadian Superintendents’ Card 

Topics for discussion at the annual 
meeting of the Association of Superip. 
tendents of Insurance of the Provinces 
of Canada in St. John, N. B., Sept. 11-14 
have been announced. They are: Amend. 
ments to the uniform life insurance act: 
changes in the unifom fire insurance 
act; advisability of amending uniform 
automobile insurance act; consideration 
of uniform definition of marine Writing 
powers, and credit and free insurance, 
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Converted Assessment Policy ' Annuitant Declared Competent 





National Life of Des Moines Wins Ken- 
tucky Case Involving Issue 
Over Conversion 





Decision favorable to the National 
Life of Iowa has been rendered by the 
Kentucky court of appeals in a case 
growing out of an old assessment policy, 
which was issued by that company when 
it operated on the assessment plan, but 
was later converted to a 21-payment life 
policy when the National Life went on 
a legal reserve basis. The case was Na- 
tional Life et al. vs. Wilkerson’s Admnr. 

Wilkerson was induced by an agent 
of the National Life, English, to sur- 
render his assessment policy and take 
an “endowment certificate,” which pro- 
yided that in consideration of the sur- 
render of the policy, the company would 
pay to Wilkerson $294.26 on Oct. 23, 
1944, if he were then living. Wilkerson 
took out a 21-payment life policy, also. 
He failed to pay the premium due on 
Sept. 23, 1930, and the policy lapsed. 
Wilkerson died in March, 1931, and his 
personal representative sued to collect 
under the 21-payment life and to col- 
lect to $294.26 covered by the endow- 
ment certificate. 

The allegation was that the surrender 
of the assessment policy had been pro- 
cured by fraud, in that it was repre- 
sented to Wilkerson that the assessment 
would increase and the next assessment 
he would have to pay would be $165. 
The contention was that it was also rep- 
resented to him that if he surrendered 
his policy he would receive the endow- 
ment certificate for $294.26 payable to 
him in 1944, if he were then living, but 
payable to his estate at all events if 
he died before that time. 

English denied he told Wilkerson that 
his endowment certificate would be pay- 
able if he died prior to 1944. English 
admitted he told Wilkerson it would not 
be long before his assessments would 
materially increase but denied he stipu- 
lated the $165 figure. 

The court of appeals held that even 
though the assessment did not advance 
in the following October, it was only the 
circumstance of Wilkerson’s death the 
following March that would have ren- 
dered his staying in the assessment class 
profitable had he elected to do so. There 
is no clear or convincing proof of any 
fraud as to this matter of the advanc- 
ing of the assessment. No effort was 
made by Wilkerson to set aside the 
transaction after he received his cer- 
tificate. He was charged with the 
knowledge of its contents, 





Presumption of Death 


Although the search for the assured 
Was not as complete as the court might 
desire, the Rhode Island superior court, 
in Howard vs. John Hancock, held that 
the beneficiary sustained the burden of 
showing that the presumption of death 
applies in this case, wherein the assured 

ad been absent and unheard of for 13 
years. Howard'is the former husband 
of the assured. The John Hancock con- 
tended that the insured decided to leave 

er husband, that this accounts reason- 
ably for her disappearance and that the 
Presumption of death should not be in- 
voked. The court held it would seem 
that reasonable attempts were made to 
locate the assured, considering the sta- 
tion in life of the persons involved and 
: €ir resources. One of the family went 
o New York and made some investiga- 
tion, advertisements were put in the 
Newspapers and a broadcast was made 
Over the radio. 











Paid $66,000 for Contract, Killed Herself 
Year Later—Heirs Sought Re- 
turn of Premium 





The New Jersey court of chancery 
has dismissed the bill of nieces and 
nephews of an annuitant, who sought 
to have returned to them the considera- 
tion paid by the annuitant for the con- 
tract, which was entered into about a 
year before her death by suicide. The 
nieces and nephews contended that the 
annuitant was incompetent to make the 
contract. 

Josephine Delmonico was the annuit- 
ant. She was 64 years of age when she 
made the contract, a maiden, alone in 
life. She paid $66,000 for the annuity, 
which paid her $500 a month for the 
rest of her life. There was testimony 
of lay and medical witnesses. The for- 
mer testified to her rationality. 

The medical testimony is in conflict. 
None say she was bereft, insane when 
they observed her. Miss Delmonico’s 
affliction was psycho-neurosis. She had 
an engrossing dread of being closeted. 
She refused to have her mouth x-rayed 
on the ground that the devil was on two 
teeth and she feared the x-ray would re- 
lease him and that people were trying 
to kill her. The annuity contract was 
made while she was in a sanitarium. 
After the annuity contract had been en- 
tered into, she entered a sanitarium, but 
left later because she felt she could not 
afford the expense. She took an apart- 
ment in New York and the housekeeper 
said she was highly nervous, happy at 
times, depressed at others, but entirely 
rational. At the sanitarium she had no 
hallucinations, but feared that the food 
and medicine were poisoned. 

The court of chancery held that proof 
of incompetency was not established. 





Benefits for Air Passenger 


The exclusion in the double indemnity 
clause that there shall be no liability 
if death results from participation in 
aeronautics does not refer to an invited 
guest riding in an airplane, the Arkansas 
supreme court has decided in reversing 
judgment and remanding for new trial 
the case of Martin vs. Mutual Life of 
New York. The phrase “participation 
in aviation” would connote an active 





share in its management, as, where a 
person would actually pilot a plane him- 
self, or where he owned a plane and had 
authority to, and did, direct the pilot 
as to when he should make the flight. 
The contract was ambiguous and sus- 
ceptible to more than one reasonable 
construction and the one most favorable 
to the insured should be adopted. 


Suicide Stotute Auuiien 
to Double Indemnity Item 





On the ground that the Colorado su- 
preme court had held that the Colorado 
statute, providing that suicide after the 
first policy year shall not be a defense 
against the payment of a life insurance 
policy, applies to double indemnity 
benefits as well as to straight life insur- 
ance, the United States circuit court of 
appeals for the 10th circuit (Colorado) 
has held against the insurer in Aetna 
Life vs. Braukman. The federal court 
pointed out also that the Colorado su- 
preme court has held the statute, in all 
respects, constitutional. The federal 
court adheres to the rule of construction 
upon the Colorado statute which has 
been adopted for the identical Utah 
statute by the supreme court of that 
state in the Carter case, by the eighth 
circuit in the Agee case and by the 
Colorado circuit court in the Werth- 
eimer case. 

If, as it has been held, the legislature 
has the constitutional power to limit de- 
fenses of this type regardless of con- 
tractual specifications, there is no formi- 
dable reason why all defenses of suicide 
cannot be logically eliminated after the 
lapse of a designated time. 





Waives Time for Filing Proof 


When a man dies, leaving no heirs, 
and the public administrator does not 
learn of the existence of a policy for a 
year and a half, there is an exception 
to the requirement as to the time for 
filing proof, according to the California 
district court of appeals, first appellate 
district, in Hill Admnr. vs. Mutual 
Benefit Health & Accident. Further- 
more the Mutual Benefit denied liabil- 
ity and refused to furnish forms for 
proof when notice of death was given 
a year and a half after the death oc- 
curred. Therefore the filing of proof 
of loss was waived. 





Beneficiary Change Is Held Effective 





Pointing out that when an assured 
has done all that the contract of insur- 
ance requires of him in order to effectu- 
ate a change and nothing is left but the 
purely ministerial act of endorsement by 
the insurance company, the courts will 
apply the equitable maxim which regards 
that as done which ought to have been 
done, the United States district court 
for the district of Massachusetts, held 
that the proceeds of the policies of 
George Corodemos should be payable to 
the Old Colony Trust Company, as 
beneficiaries, 

The insurer was the Mutual Life of 
New York. The policies were originally 
payable to the wife, Mrs. Jeannette 
Corodemos. On Feb. 6, 1933, Corode- 
mos signed and acknowledged the stand- 
ard form of notice requesting the Mu- 
tual Life to change the beneficiary to 
the Old Colony Trust Company, leaving 
these notices and the policies with the 
trust company with instructions to do 
whatever was necessary to complete the 
change. On Feb. 8 the trust company 
forwarded the policies, together with 
the notices of change of beneficiary, to 
the Boston manager of the Mutual Life, 
who, on Feb. 9, returned the request for 





the signature of the notary public and 
asked for a copy of the trust agreement. 
The notices were promptly returned and 
duly executed. On Feb. 15 a copy of 
the agreement was furnished and the 
policies forwarded to the home office of 
the Mutual Life. Nothing further was 
—_ before March 6, when Corodemos 
died. 

The court held there was an effectual 
change in beneficiary, notwithstanding 
the failure of the Mutual Life to endorse 
upon the policies the assured’s requested 
change. The terms of the contract rela- 
tive to change of beneficiary required no 
specific form of notice, but the assured 
had duly executed a form furnished by 
the Mutual Life. There is no sugges- 
tion of any abandonment by the assured 
of his intention to complete the change. 
Everything possible had been done by 
the assured to render effective the 
change. The purpose of the statutes of 
Massachusetts (G. L. C. H. 175, Sec. 
126) was to exempt proceeds of policies 
payable to married women from claims 
of creditors of the assured. It was not 
to cut down the assured’s right to exer- 
cise options open to him by the terms 
of the contract. 





Conspirators Can’t Rely 


on Incontestable Clause 











In an unlawful conspiracy between 
beneficiaries and other persons who had 
no insurable interest in the life of the 
assured but who furnished the prem- 
iums on the policy of a man who was 
not then in good health and not an in- 
surable risk, the policy is void at its 
inception and the one year incontestable 
clause in the policy has no application. 
This was the decision of the New York 
appellate division, second district, in 
Columbian National Life vs. Hirsch. 
The doctrine of incontestability, accord- 
ing to the court, is one which applies 
solely to the contract of the assured 
and not to one where conspirators carry 
out a preconceived design to defraud 
the insurer, using the assured merely 
as a tool in their machinations. The 
rule of incontestability, if applied in 
such a case, would legalize unconscion- 
able swindles, conspiracies and wager- 
ing contracts. 


Minor Gets Premium Refund 
Mutual Life Directed to Return Consid- 
eration Paid for Insurance on 


Life of Youth, Age 19 








The District of Columbia court of ap- 
peals has directed the Mutual Life of 
New York to return the premiums paid 
by a minor, under an insurance policy. 
The case was Mutual Life of New York 
vs. Schiavone. 

The assured at the age of 19 pur- 
chased a $25,000 policy from the Mutual 
Life for the benefit of his mother and 
sister. His only resources were a salary 
of $80 per month, a trust fund from his 
father’s estate and an agency for an 
insurance company. The father’s estate 
was found to be insolvent, and the as- 
sured lost his employment. The assured 
repudiated his contract one year after 
the policy was issued and demanded re- 
turn of the premium paid. 

The court held that the facts clearly 
show that this insurance was not neces- 
sary for the infant. It was an ordinary 
life policy with his mother and sister a 
beneficiaries, so that he must die before 
even they could benefit. The Mutual 
Life relied mainly on the equitabie doc- 
trine. The court held that before the 
Mutual Life made the contract it had 
received and considered the assured’s 
application in writing wherein he stated 
his age to be 19 and there was no fraud 
or misrepresentation of the infant in ob- 
taining the contract. The difficulty arose 
— the failure of his resources there~ 
after. 





Insurer Wins Monoxide Case 


The Illinois appellate court, first dis- 
trict, has denied recovery under the 
double indemnity provision, where the 
assured came to his death accidentally 
as a result of breathing while sane, “at- 
mosphere which was full of carbon 
monoxide gas, which is a deadly poison, 
emanating from a certain automobile.” 
The case was Northern Trust Company 
vs. Central Life of Illinois. Friedman 
was the assured. 

The policy provision in point read: 
“This double indemnity benefit shall not 
be payable if the assured’s death re-. 
sulted from self-destruction, whether- 
sane or insane; from the taking of poi-- 
son or inhaling of gas, whether volun-. 
tary or otherwise.” 

The court held that the provision. 
means that if the assured died as the re-- 
sult of inhaling gas, no recovery can be- 





had. Liability is expressly exempted... 
































Every Day 


W. are signing new contracts 

‘ with agents who have taken the 
time to investigate our Company 
and its record and are attracted 
by the unusually favorable con- 
dition they discover. 








Our proposition is different and 
interesting and has operated with 
ever increasing success for 
27 years. . 


Agency openings in 

















Illinois, Indiana, 



























Michigan and Missouri 


BANKERS MUTUAL LIFE Co. 


FREEPORT, ILLINOIS 
Founded in 1907 












































WHY the 
MONTANA LIFE 


Is a Good Company to be With 


Because 


its line of complete and up-to-date policies pro- 
vide a solution for every need—from temporary 
protection for business purposes to guaranteed 
monthly family incomes for five to twenty year 
periods, and life-long monthly incomes begin- 
ning at ages 55, 60 or 65, as long as either 
husband or wife shall live. 


Because 


it is one of the strongest American companies. 
One of the 99 out of 297 companies to receive 
Best’s highest rating, “A-Excellent.” Has not 
borrowed a dollar and does not own a single 
share of stock. Has shown an outright in- 
crease in assets and an annual income exceed- 
ing its yearly outgo every one of the depres- 
sion years. Surplus to policyholders of one 
and one-half million dollars and a contingency 
fund of over half a million dollars more. 


Address 


Lee Cannon, Superintendent of Agencies 
elena, Montana 


MONTANA LIFE 


INSURANCE COMPANY 


Enduring as the Mountains 


HELENA, MONTANA 
























A New Deal for Underwriters 











The two most important problems confronting the 
life underwriter today are— 


1. Whom to See. 
2. What to Say. 


Our Agency Department has recognized this need 
with the result that the man who enters the life 
insurance field today as our representative is 
equipped immediately with a practical solution of 
these two major problems. 


If you contemplate entering the field of life under- 
writing you are invited to write us for particulars. 





Home Office: Portland, Oregon 


“Pioneer Mutual Life Insurance 
Company West of the Rockies" 




















The Principles of Life 
Underwriting 


To fulfill the principles of justice, brotherly love 
and fidelity; to promote welfare and enhance the 
happiness of our people. ‘Those are the fundamentals 
of the institution of life insurance. 


The Peoples Life of Indiana has always taken 
her place as a leader in carrying out these principles. 


Are you interested in building your own niche in 
your community as a Life Underwriter? Then you 
will find it pays to be friendly with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 


FRANKFORT INDIANA 


—— at 











